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AND  WE'VE  BEEN  DOING  IT 


RANSOMS  MANUFACTURE  LIQUID  FORMULARY  AND  GENERIC 
MEDICINES  AS  WELL  AS  A  WHOLE  RANGE  OF  GALENICALS 


Ransoms  combine  the  established  virtues  of 
dependability  and  fair  dealing  with  a  totally 
modern  outlook  and  a  keen  appreciation  of  the 
demands  and  needs  of  today. 

Our  extensive  range  of  Standard  Medicinal  Products 
includes  applications,  elixirs,  inhalations,  linctuses, 
liniments,  lotions  and  mixtures.  Other  main  product 


groups  comprise  soft,  concentrated  and  powdered 
extracts,  resins  and  oleo-resins,  essential  oils  and 
chlorophylls. 

From  the  purchase  of  raw  materials  to  manufacture, 
analysis  and  packaging,  our  quality  control  is  designed 
to  safeguard  the  interests  of  customers  and  maintain 
the  enviable  reputation  of  the  Company. 


CONFIDENTIAL  MANUFACTURING  SERVICE 
We  will  also  make  up  to  your  own  formula,  applying  the  same  rigorous  standards  of 
control  and  quality.  Or  we  can  design  and  develop  to  your  own  specifications.  Write 
in  or  telephone  us  in  confidence  for  further  details  of  our  service. 
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You  know  the  name  well 
Get  to  know  the  Company  better 

illiam  Ransom  &  Son  Limited 

104  Bancroft,  Hitchin,  Hertfordshire  SG5  1  LY 
Telephone.  Hitchin  (0462)  4575/7  Telex:  825631  Established  1846 


INTERNATIONAL  REPUTATION 


A  WORLDWIDE  SERVICE 


Add  fizz  to  your  sales  with 
Wisdom  Denture  Fresh  Tablets. 
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TESTS  BY  AN  INDEPENDENT  LABORATORY  SHOW: 


WISDOM 


C  URRENT  BRAND  LEADER 


Try  this  simple  test  yourself. 
As  indicated  by  the  height  and  density  of 
the  foam  heads,  the  Wisdom  tablet  gives  off 
nearly  twice  as  much  active  oxygen  as  the 
current  brand  leader  effervescent  denture 
cleaning  tablet -therefore,  nearly  twice 
the  cleansing  efficiency. 


New  Wisdom  Denture  Fresh  in  handy, 
30  tablet  tubes,  will  go  to  work  quickly  to 
freshen  up  your  sales  on  the  denture  cleaning 
front. 

Because  Denture  Fresh  Tablets  pack  extra 
power  to  lift  off  tartar  and  stubborn  stains. 

Each  tablet  creates  a  sparkling  pink, 
effervescent  solution  with  a  longer-lasting 
cleaning  action  that  freshens  and 
sterilizes  too. 

And,  of  course,  Denture  Fresh  Tablets 
have  the  most  famous  name  in  oral  hygiene 
behind  them.  The  name  your  customers  trust. 

Wisdom -brand  leaders  in  toothbrushes, 
and  the  newest  brand  in  denture  cleansers! 

You'll  see  eye-catching  advertisements  for 
new  Wisdom  Denture  Fresh  Tablets  throughout 
the  Spring.  In  newspapers  like  the  Sunday 
People,  Daily  Mirror,  Daily  Record  and  Daily 
Mail.  And  in  magazines  like  the  TV  Times. 
Over  10  million  denture  wearers  will  be  seeing 
these  ads  too-over  and  over  again. 
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Visionary 


Martin  Luther  King  once  said:  "I  have  a 
dream  ..."  and  though  the  National 
Pharmaceutical  Association  Board 
would,  perhaps,  lay  no  claim  to  a  similar 
"visionary"  ability  it  has  had  the 
foresight  to  produce  a  policy  document 
for  the  '80s  (p584). 

That  the  document  contains  little  that 
is  new,  although  sections  of  it  are  radical 
and  plain  speaking,  should  be  seen  not  as 
criticism  but  a  compliment.  Any 
organisation  that  feels  able  to  describe 
itself  without  blushing  as:  "By  far  the 
strongest  and  most  successful  trade 
asociation  in  the  UK,"  would  ha>  e  failed 
singularly  in  its  own  eyes,  if  it  had  not 
fully  set  out  its  stall  for  the  public, 
pharmacists,  Press  and  politicians  before 
now. 

Some  major  goals  of  the  NPA  — 
present  and  future  —  listed  in  the 
document  are  to: 

□  Press  for  a  system  of  reviewing  POMs 
for  their  reclassification  when  feasible  and 
to  secure  a  greater  number  of  effective 
medicines  for  OTC  prescribing. 

□  Have  all  medicines  restricted  to 
pharmacies  for  distribution. 

□  Provide  first-rate  training  for 
pharmacists  and  their  staff. 

□  Obtain  legislation  for  a  system  of 
rational  distribution  of  pharmacies. 

The  NPA  goes  on  to  say:  "The 
pharmacist  must  become  fully  recognised 
as  the  interface  between  the  public  and 
medicine.  No  opportunity  must  be  lost  of 
telling  the  public  about  the  pharmacist's 
expertise  and  training,  nor  of  seeking  to 
restrict  the  distribution  of  medicines, 
whether  on  prescription  or  not,  to 
pharmacist  control." 

The  public  relations  excercised  by  the 
various  official  bodies  in  the  profession 
have  not  always  been  of  the  highest 
calibre  so  it  is  hoped  that  the  NPA  will 
continue  its  good  work,  in  conjunction 
with  the  Pharmaceutical  Society. 

However,  if  the  NPA  succeeds  in 
expanding  the  range  of  potent 


medicaments  for  sale  to  the  public 
through  pharmacies  only,  it  is  the 
personal  ministrations  of  the  pharmacist 
alone  —  and  from  the  shop  floor  rather 
than  the  dispensary  —  that  will  in  the  end 
convince  the  public  that  the  profession's 
belief  in  itself  is  truly  merited. 


When  in  Rome . . . 


Vestric  have  now  joined  the  ranks  of  the 
symbol  group  wholesalers  and  have  set  the 
seal  on  their  arrival  in  this  market  with  the 
first  Vantage  Convention,  held  in  Rome 
last  week  (p590). 

After  the  introductory  address  by 
managing  director  Peter  Worling  (C&D, 
last  week)  the  main  course  of  the 
convention  was  provided  by  two  South 
African  pharmacists  who  gave  a  detailed 
account  of  the  setting  up  and  success  of  a 
franchise  pharmacy  operation  — 
coincidentally  with  the  name  Link.  In 
inviting  a  talk  on  this  subject  Vestric  were 
perhaps  opening  themselves  to  an 
unwelcome  comparision,  because  the 
operation  described  will  send  shivers 
down  the  spines  of  many  British 
pharmacists  who  value  their  freedom 
(though  the  franchise  does  have  its 
proponents  here  too.  However,  Vestric 
are  known  not  to  be  contemplating 
following  Link  down  this  particular  path. 

In  South  Africa  Link  seems  to  have 
met  no  resistance  from  pharmacists  not 
thought  good  enough  to  be  embraced  by 
the  franchise  —  nor  from  other 
wholesalers  setting  up  rival  groups.  In  the 
UK  we  suspect  that  such  competition 
would  soon  appear  —  indeed,  we  hope  it 
would  because  it  would  be  a  bleak 
prospect  for  the  profession  if  a  dominant 
group  took  over,  allowing  retail 
pharmacists  no  viable  alternative  if  they 
disagreed  with  a  fundamental  group 
policy  decision. 

Persuasion,  rather  than  coercion  (and 
that  includes  the  non-availability  of  an 
alternative)  must  be  the  watchword  of 
group  development,  if  the  pharmacist  is  to 
retain  his  professional  and  commercial 
independence.  ■ 
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THIS  WEEK'S  NEWS 


NPA's  policy  for 
1980s  pharmacy 

The  National  Pharmaceutical  Association  believes  the 
pharmacist's  greatest  potential  is  as  an  adviser  on  self 
medication  and  is  to  press  for  a  review  of  medicines 
legislation  to  facilitate  the  removal  of  "safe"  products 
from  the  POM  list  to  one  enabling  the  sale  of  all 
medicines  to  be  effected  through  pharmacies  only.  NPA 
support  will  be  given  to  manufacturers  who,  as  a  matter 
of  policy,  decide  voluntarily  to  restrict  the  distribution 
of  medicines  to  pharmacies. 


In  its  first  formal  policy  statement  for  13 
years  the  NPA  suggest  that  the  rightful 
place  for  the  pharmacist  is  no  longer  in 
the  dispensary  but  face  to  face  with 
customers  and  patients  who  will  then 
become  accustomed  to  seeking  his  advice 
and  acting  on  it. 

"Patient  counselling  on  all  aspects  of 
medication  —  side  effects,  precautions  to 
be  observed,  the  need  to  comply  with  the 
prescribed  regimen  —  will  continue  to 
assume  greater  importance  as  part  of  the 
pharmacist's  role." 

Modern  dispensing  requires  accurate 
counting  and  measuring  and  the  technical 
skill  to  write  or  type  neat  labels.  "These 
are  jobs  for  well-trained  assistants  not 
graduates.  The  pharmacist's  knowledge 
should  be  applied  to  reading  and 
deciphering  the  prescription,  checking  it 
for  legal  shortcomings,  identifying  and 
dealing  with  chemical  or  therapeutic 
incompatibilities  and  ensuring  that  the 
technician  knows  what  is  required.  Then 
most  importantly,  the  pharmacist  should 
check  the  completed  preparation  and 
hand  it  to  the  patient  ensuring  that  he  or 
she  knows  precisely  how  the  medicine  is  to 
be  used." 


Computer  influence 


The  report  warns  that  the  pharmacist 
cannot  rely  solely  on  a  knowledge  of  the 
properties  of  drugs  to  justify  his  or  her 
existence.  "Factual  knowledge  is  stored 
and  retrieved  much  more  efficiently  by 
computers  than  by  the  human  brain. 
Knowledge  of  pharmacological  actions, 
appropriate  doses,  side  effects,  drug 
interactions  and  incompatibilities  will 
soon  be  comprehensively  and  instantly 
available  to  prescribers  through  desk-top 
terminals." 

Computers  will  also  write  the 
prescription  so  that  dispensing  will 


become  still  more  a  question  of  "mere 
distribution"  rather  than  a  task  requiring 
high  levels  of  technical  or  professional 
skill.  "Far  more  skill  and  knowledge  will 
be  required  outside  the  dispensary." 

The  NPA  says  the  intensive  training  of 
pharmacists  in  the  action  and  uses  of 
drugs  "surely  justifies  extending  the 
present  limits  of  their  responsibility  under 
the  medicines  legislation. 

"If  the  public  is  to  gain  maximum 
benefit  from  the  pharmacist's  ready 
accessibility  it  is  essential  that  a  wide 
range  of  effective  medicines  is  available  to 
'counter  prescribe'  or  recommend." 

The  NPA  will  press  for  the 
introduction  of  a  review  system  that  will 
make  it  possible  for  medicinal  products  to 
be  removed  from  POM  (prescription 
only)  classification  when  they  have  been 
shown  to  be  safe  in  use.  Restriction  to 
distribution  under  pharmaceutical  control 
provides  more  than  sufficient  safeguard  in 
relation  to  all  but  the  most  highly 
specialised  or  potent  medicines,  but  at 
present  there  is  no  machinery  for 
identifying  medicines  which  might  be 
reclassified  and  removed  from 
"prescription  only"  control. 

NPA  will  also  seek  to  persuade 
manufacturers  to  so  formulate  medicines 
that  they  will  be  acceptable  to  the 
Medicines  Commission  for  classification 
as  Pharmacy  Medicines  rather  than 
POMs.  The  NPA  says  it  will  also  give  as 
much  support,  co-operation  and 
encouragement  as  possible  to  those 
manufacturers  who,  as  a  matter  of  policy, 
decide  voluntarily  to  restrict  the 
distribution  of  medicines  to  pharmacies. 

Further  changes  in  the  pharmacist's 
role  are  likely,  says  the  NPA,  caused  by 
such  matters  as: 

□  Statutory.  The  introduction  of 
legislation  on  (i)  A  system  of  strict  liability 
on  the  producer  of  goods,  (ii)  control  over 


pharmacy  premises  (to  be  made  under 
Section  66  of  the  Medicines  Act),  (Hi) 
control  of  the  distribution  of  pharmacies 
(or  allocation  of  the  NHS  contract),  (iv) 
changes  in  the  system  for  NHS 
remuneration,  (v)  A  measure  of  control 
on  the  freedom  of  doctors  to  prescribe. 

□  Technological.  The  effects  of  the 
"microchip  revolution"  are  only  just 
beginning  to  be  felt  in  retailing  and 
pharmacy  in  this  country. 

□  Source  of  prescriptions.  Future 
Governments  will  again  place  emphasis 
upon  the  concentration  of  doctors  in 
health  centres  and  large  group  practices  in 
spite  of  the  high  level  of  capital 
investment  and  running  costs. 

□  Europe.  It  is  hoped  that  the  European 
Commission  will  not  approve  the  draft 
mutual  recognition  directive  without 
insisting  on  the  "harmonisation"  of  the 
law  of  member  states  as  it  applies  to 
pharmacy  location.  Free  movement  of 
goods  is  now  a  reality  but  all  medicines  are 
not  yet  freely  moveable  because  there  is  as 
yet  no  formal  agreement  on  mutual 
recognition  of  licensing  —  but  proposals 
are  well  advanced  and  likely  to  be 
accepted  soon. 


Activities  'limited' 


The  NPA  says  it  is  particularly  concerned 
on  the  limiting  effect  on  its  acitivities  of 
current  restrictive  trade  practices 
legislation.  Large  multiple  retailers  can 
without  difficulty  use  their  "muscle"  to 
bring  pressure  to  bear,  especially  on 
manufacturers  and  suppliers.  The  NPA  as 
a  trade  association  cannot  use  its 
members'  combined  power  in  this  way: 
"It  believes  that  it  should  be  able  to  do  so, 
subject  to  the  public  interest  being 
suitably  safeguarded. 

"The  present  procedure  whereby 
restrictive  agreements  must  be  justified 
before  the  Restrictive  Practices  Court,  is 
cumbersome  and  prohibitively  expensive. 
The  NPA  is  greatly  hampered  by  the 
restrictive  trade  practices  legislation  and 
will  continue  to  press  for  its  relaxation." 

Only  in  very  exceptional  circumstances 
is  it  necessary  for  doctors  to  supply 
medicines,  says  the  NPA;  most  who  do  so 
are  concerned  primarily  with  the  financial 
gains  to  be  made  rather  than  with  patient 
convenience.  "There  is  little  if  any 
professional  supervision  in  many  doctor 
dispensaries,  the  medicines  are  not  subject 
to  independent  check  or  analysis  and  the 
doctor's  prescribing  is  bound  to  be 
coloured  by  what  he  knows  is  in  stock  or 
has  been  left  in  the  form  of  samples  by  the 
last  representative  to  call." 

Dispensing  in  pharmacies  must  be 
strictly  in  accordance  with  the  prescriber's 
requirements  uninfluenced  by  monetary 
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"Vestric's  Vantage  convention  in  Rome  must  have  been  good!" 


considerations.  The  NHS  Drug  Testing 
Scheme  safeguards  patients'  interests  and 
proves  conclusively  and  objectively  the 
high  professional  standards  achieved  in 
pharmacies.  "The  Scheme  is  not  applied 
to  dispensing  by  doctors;  it  should  be." 

It  is  now  NPA  policy  that  the  purely 
arbitrary  one  mile  limit  in  England  and 
Wales  be  abolished  and  replaced  by  a  rule 
limiting  dispensing  by  doctors  to  those 
patients  who  would  otherwise  have 
unacceptable  difficulty  in  getting  supplies. 

The  NPA  openly  supported  the 
submission  "Rational  Location  of 
Pharmacies"  made  to  the  Department  of 
Health  jointly  by  the  Pharmaceutical 
Society  and  the  PSNC  in  1978  —  that 
submission  still  embodies  NPA  policy.  It 
seems  unlikely,  however,  that  the 
legislation  necessary  to  restrict  allocation 
of  NHS  contracts  or  control  registration 
of  pharmacy  premises  will  be  enacted  in 
the  foreseeable  future  unless  pressure  is 
brought  to  bear  on  the  UK  Government 
by  the  EEC.  The  NPA  welcomes  the 
combined  effects  of  the  Basic  Practice 
Allowance  and  the  Essential  Small 
Pharmacies  Scheme  in  England  and  Wales 
in  rationalising  the  opening  of  new 
pharmacies  and  deterring 
"leap-froggers".  It  is  hoped  that  the 
benefits  stemming  from  the  introduction 
of  a  Basic  Practice  Alowance  in  England 
and  Wales  will  soon  be  extended  to  NPA 
members  in  Scotland  and  Northern 
Ireland. 

The  NPA  policy  document  is  to  be 
launched  to  the  public  at  a  Press 
conference  this  week.  ■ 

Unichem  depot 
gutted  by  fire 

Unichem's  ethicals-only  depot  at 
Kingston  has  been  completely  gutted  by  a 
major  fire  which  started  in  the  depot  itself 
on  Tuesday  evening  (March  30),  leaving 
only  the  shell  of  the  building  standing. 

Mr  Peter  Dodd,  managing  director, 
told  C&D  that,  while  Unichem  customers 
could  expect  only  one  delivery  on 
Wednesday,  the  normal  two  deliveries 
would  be  resumed  on  Thursday,  with 
supplies  coming  from  other  branches  at 
Croydon,  Willesden  and  Exeter.  The 
timing  of  deliveries  may  differ,  however. 

Expressing  surprise  at  the  speed  with 
which  the  fire  must  have  spread,  Mr  Dodd 
explained  that  the  company's  operations 
director  arrived  at  the  depot  some  ten 
minutes  after  hearing  by  phone  that  a  fire 
had  started.  By  the  time  he  arrived, 
however,  the  building  was  "ablaze  from 
end  to  end".  Shortly  before  the  phone  call 
was  received  an  alarm  on  the  premises  had 
sounded,  presumably  set  off  by  the  fire 
starting.  The  Fire  Brigade  are  carrying  out 
a  routine  investigation  into  the 
circumstances  surrounding  the  fire. 

The  only  other  casualties  of  the  fire 
are  believed  to  be  a  few  nearby  cottages, 
which  suffered  smoke  damage.  ■ 


Prescribers  'should 
all  dispense' 

One  law  that  general  practitioners  can 
dispense  with  is  the  artificial  separation  of 
dispensing  from  prescribing,  according  to 
an  article  by  Dr  Vernon  Coleman,  a 
Leamington  Spa  GP,  in  last  week's  Pulse. 
Dr  Coleman  says  that,  "having  studied 
the  subject  of  dispensing  for  the  last  week 
or  two  I  am  now  quite  convinced  that  if 
dispensing  once  again  became  an  integral 
part  of  medical  practice  then  everyone  — 
patients  and  doctors  —  would  benefit. 
Only  the  pharmacists  would  stand  to  lose 
anything,  but  an  extra  tuppence  on  the 
toilet  soap  would  solve  their  problems." 

Dr  Coleman  acknowledges  that 
dispensing  has  been  bubbling  near  the 
surface  of  medical  politics  for  decades, 
but  considers  that  "the  dispensing  of 
drugs  has  been  an  essential  part  of  medical 
practice  since  the  days  of  Dioscorides." 
He  continues:  "The  entirely  artificial 
separation  of  dispensing  from  prescribing 
which  currently  deprives  most  GPs  of  the 
right  to  dispense  their  own  drugs  has  been 
accepted  now  for  so  long  that  it  is  in 
danger  of  becoming  considered  "normal 
practice". 

He  finds  it  "quite  remarkable  that  the 
invertebrates  masquerading  as  leaders  of 
the  [medical]  profession  should  have 
handed  over  dispensing  rights  to  the 
pharmacists  at  all,  let  alone  agreed  to 
restrictive  legislation  designed  to  prevent 
GPs  from  dispensing  whether  they  wanted 
to  or  not.  Not  even  rural  practitioners 
would  be  allowed  to  dispense  if  the 
pharmacists  had  thought  it  worth  their 
while  to  claim  that  territory  too". 

There  are  a  number  of  reasons  why  the 
current  legislation  on  dispensing  should 
be  abolished,  says  Dr  Coleman.  The  first 
is  a  suspicion  that  patients  would  benefit, 
he  suspects  patient  compliance  is  better  in 
dispensing  practices.  The  second  reason 
for  changing  dispensing  legislation  is  that 
there  would  "undoubtedly  be  a  dramatic 
fall  in  the  total  cost  of  the  nation's  drug 
bill."  Dr  Coleman  suggests  this  might  be 
as  much  as  £100m  a  year.  His  third  and 


final  reason  is  that  "doctors  themselves 
would  benefit  a  good  deal  if  they  were 
given  the  opportunity  to  dispense". 

Dispensing  might  encourage  doctors 
to  take  more  interest  in  basic 
pharmacology  and  their  own  prescribing 
habits.  Dr  Coleman  suspects  that  repeat 
prescriptions  for  psychotropics  are  rather 
less  frequent  in  dispensing  practices.  ■ 

Great  Wakering  — 
FPC  turns  down 
pharmacist's  appeal 

Essex  Family  Practitioner  Committee  has 
confirmed  its  decision  that  the  transfer  of 
patients  from  the  Great  Wakering  doctor 
dispensing  lists  to  prescribing  lists  should 
take  place  after  two  years,  or  on  the  date 
on  which  the  Clothier  Report  is 
implemented. 

The  Committee  was  hearing  the  appeal 
of  Mr  L.  Collin,  the  pharmacist  who 
contended  that  the  FPC's  ruling  should 
have  been  referred  to  the  dispensing 
subcommittee  and  that  a  two-year  period 
is  penal  and  may  force  the  closure  of  his 
pharmacy. 

An  Essex  FPC  spokesman  told  C&D 
that  nothing  new  had  been  presented  in 
evidence  to  alter  their  original  view,  and 
as  far  as  the  FPC  was  concerned  the 
matter  was  closed.  When  asked  why  the 
matter  had  not  been  referred  to  the 
dispensing  subcommittee  the  spokesman 
said:  "It  is  not  a  dispensing  subcommittee 
problem.  The  FPC  decided  that  the 
matter  would  not  be  referred  to  it."  Mr 
Collin  was  asked  to  attend  the  meeting  to 
present  his  own  case.  Representatives  of 
the  dispensing  doctor  practice  and  the 
Southend  Community  Health  Council 
were  also  present. 

Mr  Collin  told  C&D  that,  personal 
reasons  apart,  "it  would  be  a  disaster  for 
pharmacy  if  the  FPC  decision  is  allowed 
to  go  unchallenged."  He  is  at  present 
taking  advice  on  his  next  move  and  says 
he  intends  to  take  the  matter  further.  The 
subject  is  being  discussed  this  week  at  the 
monthly  Council  meeting  of  the 
Pharmaceutical  Society.  ■ 
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permits  this.  (C&D  October  17,  p720.) 

In  the  book  Social  Audit  say  they  are 
still  not  satisfied  with  this  ending.  Searle's 
scientists  continue  to  stand  by  bad 
evidence  from  clinical  trials,  they  say,  and 
the  case-history  clearly  suggests  that 
comparable,  conspicuously  poor  evidence 
is  widely  accepted  at  face  value  by  drug 
regulatory  authorities. 

A  strong  drug  code  would  certainly 
help,  the  book  says,  and  would  also  prove 
the  integrity  of  the  WHO.  It  suggests  that 
WHO  officials  have  been  intimidated  in 
the  past  by  the  possibility  of  drug 
exporting  countries  withdrawing  financial 
support.  "Drug  Diplomacy",  £3.95, 
Social  Audit,  9  Poland  Street,  London 
WlV3DG.m 


Generic  objection 


Further  objections  to  the  suggestion  that 
generic  substitution  could  be  used  to  cut 
the  NHS  drug  bill  have  been  raised,  but 
this  time  from  the  medical  profession. 

An  editorial  in  last  week's  British 
Medical  Journal  discusses  the 
unpublished  report  from  the  working 
party  on  effective  prescribing,  which  is 
thought  to  recommend  that  pharmacists 
should  dispense  generic  drugs  even  when 
branded  ones  are  requested.  The  BMJh 
against  generic  substitution  —  it  would  be 
a  clumsy  and  ineffective  way  of  reducing 
drug  costs,  it  suggests,  and  might 
discourage  foreign  investment  in  the 
British  pharmaceutical  industry.  A 
worldwide  trend  towards  use  of  generics 
could  reduce  the  industry's  research,  it 
adds.  ■ 

Which?\ists  'under 
£1.30'  medicines 

Pharmacists  may  soon  be  asked  to  supply 
unbranded  medicines  at  very  low  prices  to 
readers  of  Which?  magazine.  The  April 
issue  notes  that  prescriptions  are  going  up 
again  and  suggests  that  it  might  be  worth 
checking  with  the  pharmacist  to  see  if  it's 
cheaper  to  buy  a  medicine. 

A  list  of  branded  and  non-branded 
medicines  said  to  be  cheaper  than  the 
prescription  fee  is  given.  Prices  of  the 
unbranded  preparations  are  quoted  as 
follows: 

Aluminum  hydroxide  mixture,  200ml, 
30p;  magnesium  trisilicate  mixture  200ml, 
38p;  sodium  bicarbonate  compound  100 
tabs,  40p;  kaolin  &  morphine  mixture 
200ml,  42p;  codeine  linctus  100ml,  69p; 
pholcodine  linctus  100ml,  50p;  friar's 
balsam  50ml,  43p;  menthol  &  eucalyptus 
inhalation  50ml,  30p;  aspirin  300mg  25 
tabs,  18  '/ip;  soluble  aspirin  300mg  25 
tabs,  24p;  paracetamol  500mg  50  tabs, 
44p;  paracetamol  elixir  100ml,  52p; 
compound  fig  syrup  50ml,  42p;  and  senna 
pods  25gm,  33p. 

Which?  was  not  prepared  to  say  how 
the  prices  were  arrived  at  —  except  that 
they  were  "checked  by  our  experts  in  the 
field".  ■ 


Tougher  action  for 
shoplifting  sought 

The  Association  for  the  Prevention  of 
Theft  in  Shops,  claiming  that  shop  theft  is 
becoming  both  more  sinister  and  more 
organised,  is  calling  for  tougher  action  to 
deter  shoplifters.  Formed  in  1978  by  a 
group  of  major  retailers  including  Boots, 
Woolworths  and  British  Home  Stores,  the 
association  points  out  that,  despite  the 
thousands  of  pounds  spent  annually  on 
measures  designed  to  counter  shoplifting, 
shop  theft  losses  have  increased  by  25  per 
cent  in  the  year  since  March  1981  and 
have  now  broken  the  £1 ,000m  barrier. 

At  a  Press  conference  held  this  week  in 
London,  the  association  referred  to  the 
increasing  trend  towards  violence  in  shop 
theft,  with  staff  often  subject  to  open 
intimidation  and  the  threat  of  beatings. 
Assaults  on  security  staff  at  Woolworth 
branches  is  estimated  as  having  increased 
by  20  per  cent  in  the  past  year,  prompting 
the  company  to  consider  taking  out 
personal  insurance  on  all  their  450  security 
officers.  Also  becoming  common  are 
incidents  involving  members  of  the  public 
intervening  on  behalf  of  the  thief  against 
the  staff  attempting  to  detain  him. 

Baroness  Phillips,  director  of  the 
association,  magistrate  and  member  of  the 
Home  Office  standing  committee  on 
crime  prevention,  used  the  Press 
conference  to  distribute  extracts  from  a 
speech  to  be  delivered  in  the  House  of 
Lords  calling  for  increased  Government 
and  public  support  for  the  police. 
The  association's  major  proposals  are: 

□  The  introduction  of  "more  realistic" 
penalties  in  the  courts,  with  a  mandatory 
jail  sentence  where  violence  is  used  and  a 
system  whereby  fines  imposed  for  shop- 
lifting offences  are  always  greater  than  the 
value  of  the  goods  involved. 

□  That  in  addition  to  suffering  a  fine, 
offenders  be  compelled  to  fully 
compensate  their  victims. 

□  The  launching  of  a  campaign  designed 
to  make  the  public  take  this  area  of  crime 
more  seriously.  ■ 

November  script 
figures  for  Scotland 


Average  cost  of  prescriptions  dispensed 
by  Chemists  and  Appliance  suppliers  in 
Scotland  are  set  out  below. 


Average  cost  per  prescription 

Pence 

Ingredient  cost 

293.408 

On  cost 

39.708 

Dispensing  fee 

33.363 

Interim  allowance 

6.981 

Container  allowance 

3.798 

Other  "misc"  costs 

1.100 

Gross  cost 

378.358 

Less  charges 

26.288 

Net  cost 

352.070 

Total  number  of  prescriptions  was 
2,825, 149.  ■ 


Fifteen  candidates  are  standing  for 
election  to  the  Pharmaceutical  Society's 
Council  this  year. 

Five  of  the  retiring  members  (marked  * 
in  the  list  below)  are  standing  again,  the 
exceptions  being  Mr  J. P.  Bannerman  — 
who  intends  to  devote  more  time  to  local 
politics  —  and  Mr  C.C.B.  Stevens. 

The  candidates  are,  in  alphabetical 
order: 

*  John  E.  Balmford,  Staffs;  Douglas 
W.M.  Davidson,  Perths;  Desmond  G. 
Higgins,  Ches;  Philip  A.  Hunt,  Bristol; 
Peter  Jenkins,  Mid  Glam;  *John  P.  Kerr, 
Newcastle-upon-Tyne;  *David  R. 
Knowles,  Devon;  Enid  Lucas-Smith, 
Middlesex;  David  Hopkin  Maddock, 
Cornwall;  Eric  J.  Naylor,  Anglesey; 
Tom  E.  Owen,  Gloucs;  *David  N. 
Sharpe,  London;  Ian  G.  Simpson, 
Oxford;  Robert  M.  Timson,  Notts;  Eric 
C.  York,  Northants.  ■ 

Emergency  payments 
settlement  soon? 

An  offer  on  emergency  duty  payments  is 
being  made  to  hospital  pharmacists  this 
week.  On  March  31,  as  C&D  went  to  press 
the  staff  and  management  sides  of  the 
Pharmaceutical  Whitley  Council  were 
meeting  to  discuss  both  emergency  duty 
payments  and  salaries.  The  Government 
have  already  announced  that  an  extra 
£370,000  will  be  available  to  fund  an  out- 
of-hours  system  but  have  also  stated  that 
pay  increases  for  NHS  staff  must  not 
exceed  4  per  cent. 

The  staff  side  have  now  seen  the  draft 
agreement  on  emergency  duties  but  this 
only  defines  such  duties  and  does  not 
mention  rates  of  payment.  ■ 

Third  World  drug 
policy  criticised 

A  renewed  call  for  a  World  Health 
Organisation  code  of  pharmaceutical 
marketing  practice  was  made  last  week  by 
the  consumer  organisation  Social  Audit. 

The  organisation  has  published  a  book 
called  "Drug  Diplomacy"  which  is  about 
the  conduct  of  the  pharmaceutical 
industry  in  the  Third  World.  The  book 
concentrates  on  one  company,  G.  D. 
Searle,  and  the  way  they  marketed 
Lomotil  for  children  in  underdeveloped 
countries. 

Last  year  Social  Audit  produced  a 
leaflet  criticising  how  recommendations 
for  use  of  the  drug  in  infants  varied 
throughout  the  world.  Searle  have  now 
said  they  will  recommend  that  the  product 
is  not  used  in  children  under  two,  in  all 
countries  where  the  regulatory  authority 
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Philips  Air  Cleaner 

from  DPC  

At  £8.98  you'll 
clean  up  the  market. 


In  the  USA,  it's  the 
best-selling  air  cleaner 
by  a  mile. 

In  Britain,  it's  already 
proved  itself  to  be  a 
sensational  winner. 

It's  the  remarkable 
Philips  Electric  Air 
Cleaner.  And  now,  you 
can  clean  up  the  UK 
market  — with  BDC. 

A  BRAND 
NEW  ANSWER 
TO  AN  AGE  OLD 
PROBLEM 

Household  smells.  Tobacco, 
pets,  nappies,  cooking  (and 
let's  be  honest,  people). 

At  the  moment,  the 
housewife  masks  the  smells 
with  sprays,  or  opens  a  window 
(in  summer,  anyway). 

Now,  she  can  come  to  you, 
the  chemist,  for  a  real 
answer.  An  electrically- 
operated  air  cleaner  that 
actually  filters  out  dust,  pollen 
and  odours,  and  circulates 
lemon-fresh,  clean  air  to  the 
room. 

HOW  IT  WORKS. 

Its  secret  lies  in  a  triple  filter 
—  containing  a  combination  of 
odour-absorbing  crystals  and 
an  electrostatic  dust/pollen 
filter  and  scent  impregnated 
filter. 

Air  in  the  room  is  drawn  in  via 
an  electric  fan,  passed  through 
the  filter  where  the  pollutants 
are  trapped,  and  then 
recirculated  fresh  and  clean 
through  the  top. 

The  filter  lasts  for  up  to  3 
months,  and  is  easy  for  the 
consumer  to  replace. 

In  around  30  minutes,  the 
Philips  unit  can  clean  the  air  in 
a  large  room.  Its  compact, 
unobtrusive  design  and  quiet 
operation  make  it  ideal  for  use 
anywhere  in  the  home  or 
office. 


special  odour- 
absorbing  granules 

citrus  or  neutral 
electrostatic  filter 
traps  pollen  and  dust 
particles 

bottom  cover 


THE  MARKET 
IS  AS  BIG 
AS  THE  UK 

The  Philips  Air  Cleaner  is  a 
very  hot  property  indeed.  Early 
sales  have  smashed  all  targets 
—  and  Philips  now  predict 
1 00,000  will  be  sold  this  year. 

At  BDC,  we  think  that's  a 
conservative  figure  — 
because  every  home  and 
office  in  Britain  could  use  one. 

For  you,  it's  an  opportunity 
you  can't  pass  by. 

It's  an  ideal  product  to  sell 
alongside  your  existing  lines. 
It's  proved  to  be  a  very  fast 
mover.  And  at  BDCs 
sensational  low  price  of  £8.98, 
excluding  VAT,  you're  in  a 
situation  where  you  can  clean 
up. 

This  autumn,  Philips  are 
launching  a  massive 
advertising  campaign  to  create 
the  demand.  So  now  is  the  time 
to  stock  up. 

Send  the  coupon  for  more 
details,  and  your  copy  of  the 
BDC  Times.  It's  packed  with 
hundreds  of  offers,  ideal  for 
chemists  to  retail.  All  at  BDCs 
special  prices.  And  all  with 
delivery  in  24  hours,  in  a  30- 
mile  radius  of  London. 

BDC.  SPECIALIST 
DISTRIBUTORS 

OF  ELECTRICAL 
PRODUCTS TO 
THE  CHEMIST 

Philips  .  Braun  .  Carmen  .  Casio  .  Dreamland 
Monogram  .  Duracell .  Micromark  . 
Morphy  Richards  .  Moulinex  .  Pifco  .  Tefal . 
Texas  Instruments 


polluted  air  sucked  in 


THE  ELECTRICAL 
WHOLESALER 


To:  Dept  RT1 ,  British  Distributing  Company,  BDC  House, 
590  Green  Lanes,  London  N8  0RA 

Send  me  a  FREE  copy  of  the  BDC  Times,  and  an  account  application  form 
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PSNI  DINNER 


The  presidents  of  the  Pharmaceutical  Societies  of  (from  left  to  right)  Great  Britain. 
Professor  Arnold  H.  Beckett;  Northern  Ireland,  Mr  Rodney  J.  G.  McDonald  and  of  Ireland. 
Mr  Tony  J.  Quirke 


NI  pharmacists  can 
make  'positive 
health  contribution' 

Pharmacists  in  Northern  Ireland  are  able 
to  make  their  own  positive  contribution  to 
the  promotion  and  maintenance  of  good 
health  in  the  community,  it  was  suggested 
last  week. 

Mr  Rodney  J.  G.  McDonald, 
president  of  the  Pharmaceutical  Society 
of  Northern  Ireland,  speaking  at  the 
president's  dinner  before  an  audience  of 
pharmacists  and  leaders  of  sister 
professions,  said  the  gathering 
demonstrated  the  unity  that  exists  in 
pharmacy  with  representatives  present 
from  general  practice,  hospital,  industry, 
university  and  the  civil  service.  "We  are 
all  members  of  the  pharmaceutical  family 
tree.  No  one  part  can  exist  without  the 
help  and  support  of  the  other  branches." 

He  called  on  the  pharmacists  present 
to  maintain  and  strengthen  this  unity  and 
reminded  friends  representing  the  allied 
medical  professions:  "You  have  in  the 
profession  of  pharmacy  a  highly  trained 
body  of  men  and  women  ready  to  support 
you". 

Responding  to  the  toast  to  the  guests, 
Professor  Arnold  H.  Beckett,  president  of 
the  Pharmaceutical  Society  of  Great 


Fellowship  award 


The  fellowship  certificate  of  the  Society 
was  presented  to  Professor  P.  F.  D'Arcy 
at  the  dinner  by  the  president,  Mr 
McDonald. 

Professor  D'Arcy  said  he  appreciated 
the  fact  that  the  fellowship  is  not  lightly 
bestowed.  "I  am  sensible  of  fact  that  the 
award  must  also  be  shared  by  all  my 
friends  and  colleagues  in  my  department 
who  have  done  so  much  over  the  years  to 
enrich  the  teaching  of  pharmacy  practice 
and  research  at  Queen's.  They  are  also 
honoured  this  evening." 

He  went  on  to  say  that  to  receive  the 
certificate  from  Mr  McDonald,  one  of  his 
former  students,  gave  him  "great  personal 
satisfaction  and  pleasure. 

"In  the  space  of  ten  years  Mr 
McDonald  has  been  translated  from 
president  of  the  Pharmacy  Students' 
Society  to  president  of  the  Pharmaceutical 
Society  of  Northern  Ireland.  It  augers  well 
for  the  Society,  of  which  I  am  now  a 
Fellow,  that  such  a  transition  is  possible." 

Professor  D'Arcy  graduated  at  the 
School  of  Pharmacy,  University  of 
London,  and  his  career  has  been  spent  in 
academic  pharmacy  and  the 
pharmaceutical  industry.  He  taught 
pharmacology  at  the  London  School 


Britain,  said  such  a  gathering  was 
symbolic  of  the  professions  drawing  closer 
together.  The  professions  had  a  duty  to 
protect  the  public  first  rather  than  protect 
themselves  from  criticism.  If  they  wanted 
to  remain  free  from  increasing  pressure 
from  society  and  the  Government  "we 
must  put  our  own  houses  in  order  and 
work  together  much  more  closely  in  the 
future." 

Professor  Beckett  suggested  the 
medical  and  pharmaceutical  professions 
should  pursue  their  common  purpose  of 
protecting  the  public  through  formal 


before  joining  Allen  &  Hanbury  as  head 
of  the  pharmacology  department. 

In  1962  he  was  commissioned  to 
establish  a  new  faculty  of  pharmacy  in  the 
University  of  Khartoum  where  he  spent 
five  years  as  dean  and  professor  of 
pharmacy.  After  four  years  with  Riker 
Laboratories,  Professor  D'Arcy  went  to 
Belfast  in  1971  on  the  creation  of  a  chair 
in  pharmacy  at  the  Queen's  University. 
Shortly  after  his  arrival,  he  became  a 
member  of  the  Northern  Ireland  Society 
and  also  one  of  the  University's  two 
nominees  on  the  Council  of  the  Society. 
He  was  a  natural  choice  as  the  Society's 
representative  on  the  council  of  the 
International  Pharmaceutical  Federation, 
of  which  he  is  currently  vice-president. 

His  particular  contribution  to 
pharmacy  in  Northern  Ireland  has  been  in 
the  field  of  post-qualification  education 
and  training.  Professor  D'Arcy  represents 
NI  on  the  Medicines  Commission.  He  is  a 
member  of  the  Eastern  Health  and  Social 
Services  Board  and  chairman  of  its 
administrating  services  committee, 
managing  editor  of  the  International 
Journal  of  Pharmaceutics  and  a  member 
of  the  editorial  boards  of  Pharmacy 
International  and  of  Pharmacology  and 
Therapeutics.  In  1977  he  was  awarded  the 
DSc(London)  degree  and  in  1978 


channels  but  also  through  informal 
meetings. 

Mr  Tony  Quirke,  president  of  the 
Pharmaceutical  Society  of  Ireland, 
endorsed  Professor  Beckett's  reply  on 
behalf  of  the  guests:  "this  is  my  reply  to 
the  reply",  he  quipped.  He  said 
personally,  he  was  delighted  to  have 
established  a  unique  record  as  president  of 
his  Society  —  that  of  being  a  guest  of  the 
PSNI  for  the  fifth  time  in  a  term  of  office. 
He  complimented  the  PSNI  for  the 
"unbelievable  hospitality  and  warmth 
experienced  up  here". 

honorary  membership  of  the  American 
Academy  of  Pharmaceutical  Sciences.  In 
1981  he  was  madeOBE. 

"During  his  eleven  years  in  Northern 
Ireland,  we  have  come  to  appreciate 
Professor  D'Arcy  for  his  outstanding 
ability  and  enthusiasm  for  his  work,  his 
willingness  to  help  others  and  his  sense  of 
humour,"  said  Mr  McDonald. 


Professor  P.F.  D'Arcy  (right)  receives  his 
Fellowship  certificate  from  PSNI 
president.  Mr  RJ.G.  McDonald 
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NI  contract:  canvass 
of  contractors 

The  Secretariat  of  the  Northern  Ireland 
Pharmaceutical  Contractors  Committee  is 
continuing  to  canvass  contractors'  views 
on  their  own  proposals  for  a  change  in  the 
method  of  remuneration.  A  circular  is 
asking  them  to  make  a  cost  comparison  of 
the  monies  produced  by  the  new  and  old 
systems  —  for  return  within  a  week. 

The  proposals  for  a  "more  simplified 
contract"  include  a  practice  allowance  of 
£6,000  a  dispensing  fee  of  £0.50  and  a 
"flat"  on-cost  rate  of  5pc. 

The  circular  (dated  March  24)  is  to  be 
returned  by  March  31  and  invites 
contractors  to  review  their  last  three 
months  payment  sheets,  working  out  the 
relevant  benefits  of  the  two  systems  for 
themselves. 

An  example  worked  out  for  1 ,000 
items  dispensed  at  a  NIC  of  £3  gives: 


Dispensing 
fee 

Oncost 

Additional 

payment 

Total 


Present 
system 


Proposed 
new  system 


£330  £500 
£654  (21.8%)  £150 


£150 


£500 


£1,134 


£1,150 


The  contractor  is  invited  to  say 
whether  the  new  proposals  would  be  of 
benefit  to  him  and  to  make  additonal 
comment. 

A  meeting  is  shortly  to  be  held  with  the 
Pharmaceutical  General  Council 
(Scotland)  to  discuss  proposals  parallel  to 
those  being  discussed  in  NI.  ■ 


People 


Dr  Alan  Robertson,  CBE,  Imperial 
Chemical  Industries  director  responsible 
for  the  agrochemicals  division  and  the 
company's  activities  overseas,  has  retired. 
Having  joined  the  company  in  1936  as  a 
laboratory  boy,  Dr  Robertson  went  on  to 
hold  senior  positions  with  ICI  America  — 
leading  to  his  appointment  in  1973  as  chief 
executive,  and  later  chairman,  of  the  plant 
protection  division.  He  became  a  member 
of  the  board  in  1975.  Awarded  the  CBE  in 
1982  New  Year  Honours  List,  Dr 
Robertson's  interests  include  the 
chairmanship  of  the  operating  board  of 
the  European  Chemical  Industry  Ecology 
and  Toxicology  Centre  and  a  close 
involvement  with  the  Royal  Society  of 
Chemistry.  ■ 


Deaths 


Milnes:  At  home,  Mr  Harold  Tetley 
Milnes,  aged  67,  of  Hecadeck  Cottage, 
Nether  Broughton,  Notts.  Mr  Milnes,  a 
former  company  secretary  of  Boots  the 
Chemists,  joined  the  company  in  1947  and 
retired  at  the  age  of  60.  ■ 


TOPICAL  REFLECTIONS 

By  Xrayser 


Bucked  up 

My  LPC  has  never  held  a  conference  and 
as  far  as  I  know  the  thought  never  crossed 
the  minds  of  its  members.  I  mean  to  ask 
them  why,  because  if  the  report  of  the 
Bucks  LPC  conference  is  anything  to  go 
by,  it  sounds  a  marvellous  idea  for 
bringing  to  local  pharmacists  speakers  of 
high  calibre  —  who  can  inform  grass- 
roots members  what  is  happening  at  the 
seedheads  and  flowering  tops  of  our 
professional  and  business  life.  If  we  had 
people  like  David  Sharpe  asking  us, 
directly,  face-to-face,  to  define  what  we 
mean  by  rational  distribution  —  as  he  did 
the  Buckingham  contractors  —  it  would 
do  a  lot  to  help  us  to  think  out  the 
implications  of  our  woolly  ideals. 

I  like  the  hard  questions  put, 
particularly  when  backed  up  by  hard 
facts,  because  they  force  us  to 
acknowledge  aloud  what  most  of  us  know 
in  our  hearts.  Realism  of  this  sort  is  the 
only  basis  for  progress. 

To  PR  too  he  brought  a  clarification 
of  what  was  news,  which  should  be 
understood  by  us  all  when  we  (and  that 
includes  me)  push  for  a  bigger  PR  effort. 
Personally  I  think  the  best  public  relations 
exercises  are  those  we  individually  carry 
out  ourselves. 

I  was  glad  to  see  that  there  is  concern 
about  the  low  standards  painfully 
apparent  even  after  20  years  of 
exhortation  and  example.  It  is  my  opinion 
that  it  would  be  a  useful  first  project  for 
the  expanded  PR  department  of  the 
Society  to  liaise  with  the  NPA  to  produce 
a  series  of  pictures  showing  what  we  could 
accept  as  ideal  retail  pharmacies,  both 
inside  and  out,  and  another  series  showing 
retail  establishments,  again  inside  and 
out,  which  are  plainly  our  unacceptable 
face. 

As  a  first  move  in  improving  the 
appearance  of  pharmacy,  our  inspectors 
should  carry  these  picture  books  and 
present  them  to  the  operators  of 
businesses  falling  below  reasonable 
standards,  warning  them  to  get  into  line, 
or  face  not  only  the  censure  of  people  like 
me,  but  the  official  wrath  of  our  Society. 
No  way  do  we  need  call  in  outsiders  or 
Government  agencies  to  do  what  we  ought 
to  have  done  years  ago. 


Night  service 

It  is  interesting  too  that  another  Bucks 
speaker,  Mr  David  Coleman,  raised  the 
subject  of  our  giving  a  proper  night 
service,  by  means  of  a  special  contract.  He 
suggested  one  pharmacy  per  200,000 
population.  I  think  that  is  a  super  idea 


and  would  commend  study  of  similar 
systems  operating  abroad  where  I 
understand  quite  small  towns  of  30,000 
operate  separate  purpose-fitted  premises, 
co-operatively  owned  by  all  the 
pharmacists  to  cover  the  hours  from 
about  7pm  till  about  midnight,  with  a 
night  bell  after  that. 

In  practice  it  means  that  everybody 
knows  when  an  emergency  arises  there  will 
be  no  problem  about  where  to  get 
medicines  or  prescriptions  dispensed.  Not 
only  do  these  establishments  enhance 
prestige,  but  the  regular  day-pharmacies 
are  freed  from  the  need  to  operate  rotas 
and  personnel  can  lead  normal  lives.  It's  a 
good  concept  and  worth  working  for.  All 
this  from  the  efforts  of  a  lively  LPC 
whose  officers  and  members  are  to  be 
congratulated  on  their  enterprise. 

Energy  healing 

There  has  been  an  astonishing  growth  of 
interest  in  homoeopathy,  which  in  more 
ways  than  one  can  be  described  as 
magical,  since  the  lower  strengths 
(potencies)  contain  one  part  of 
medicament  in  one  million  million,  with 
the  really  powerful  doses  having  none  at 
all.  Worse  still,  from  the  point  of  view  of 
the  traditionally  trained,  is  the  fact  than 
on  occasions,  reactions  to  such  doses  can 
be  seen  to  occur. 

I  therefore  did  not  cast  away  a  letter 
from  a  colleague  now  working  in 
Germany  for  a  development  company  in 
collaboration  with  Herr  Professor 
Gefliigel-Pest  of  Sausberger  University. 
He  describes  clinical  trials  of  a  new 
development  which  uses  an  optical 
collector  of  cosmic  rays  which  are  passed 
through  filters  made  of  glass  tubes  each 
containing  10ml  of  200  potency 
homoeopathic  solutions.  The  outgoing 
rays,  modified  by  the  energies  of  the 
solution,  are  then  focussed  on  the  sites  of 
patient  affliction  and  have  resulted  in 
rapid  regeneration  of  both  tissue  and 
psyche.  So  rapid  that  one  or  two 
treatments  are  enough,  and  they  talk  of 
establishing  licencees  throughout  the 
world  beginning  in  April. 

There  is  no  doubt  that  the  continentals 
lead  the  way  in  this  field  and  for  those 
interested  I  attach  the  full  address, 
because  due  to  EEC  regulations  and  the 
need  for  product  licences  they  are  not  able 
to  set  up  in  the  UK  themselves.  If  you  are 
interested  write  to  T.B.  Avis,  c/o  Ostern 
Ovo,  A.G.  Fabrique  GmbH,  no  1 
Narschicken  Bahn,  Munching,  Essen  9 
Y.O.A.K.H 
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VANTAGE  CONVENTION 


Benefits  of  franchise 
total  commitment 

Commitment  —  that  was  the  theme  of  the  first  Vestric 
Vantage  Convention,  held  in  Rome  last  week.  The 
keynote  presentation  came  from  South  Africa  with  an 
exposition  of  the  Link  franchise  scheme  in  which  retail 
pharmacist  "commitment"  is  taken  to  its  logical  and 
total  conclusion. 


"Link"  (no  connection  with  the  Vestric 
computer  system)  is  a  chain  of 
independently-owned,  franchise  retail 
pharmacies  in  South  Africa.  Its  birth, 
philosophy  and  growth  in  a  competitive 
market  were  described  to  the  convention 
by  Brian  O'Donnell  and  Trevor  Manning 
of  the  operating  company,  South  African 
Druggists.  The  following  is  an  extract 
from  their  presentation. 

In  1967  we  were  unable  to  find  anyone, 
anywhere  in  the  world,  who  had  ever  been 
involved  in  full  voluntary  trading  in 
pharmacy,  providing  all  the  things  and 
services  that  a  voluntary  chain  trader 
could  expect.  So  in  conjunction  with 
several  other  wholesalers,  we  developed 
an  organisation  known  as  Plus 
Promotions  (Pty)  Ltd.  Plus  was  successful 
as  far  as  it  went  —  basically  advertising 
and  promoting  on  a  monthly  basis  —  but 
it  lacked  the  discipline  needed  to  make  a 
success  of  it  in  the  way  the  chains  could 
with  their  corporate  controls.  Plus  created 
a  degree  of  image  with  the  public,  but  the 
consumer  still  considered  the  pharmacy 
an  expensive  place  to  shop,  and  this  was 
borne  out  by  the  actions  of  pharmacists 
themselves. 


Mutual  support 


We  needed  a  means  of  working  together 
with  pharmacy  where  both  retailer  and 
wholesaler  committed  themselves  to 
support  each  other  in  a  programme 
designed  to  be  of  mutual  support  and 
benefit.  In  1973,  the  opportunity 
presented  itself  when  SA  Druggists  found 
its  turnover  lagging  behind  inflation.  We 
came  to  the  conclusion  that  for  us  to 
continue  to  be  successful  in  our  business 
we  first  had  to  see  to  it  that  the  retailers 
we  serve  are  very  successful  in  theirs.  So 
we  have  pioneered,  planned,  developed 
and  perfected  all  of  the  techniques  and 
tools  required  to  do  this. 

In  selecting  pharmacies  to  become 
Link  franchisees  —  and  it  is  a  selective 


process:  not  just  anyone  can  demand  the 
franchise  and  expect  to  get  it  —  we  use 
primarily  a  simple  four-step  formula.  We 
talk  to  the  man  who  has  loyalty,  potential, 
imagination  and  an  ability  to  accept 
change.  And  "change"  is  what  it's  all 
about  because  in  a  rapidly  and  constantly 
changing  world,  you  either  adapt  to 
change  and  accept  it,  or  disappear! 


Business  expertise 


By  our  definition,  franchising  is  a 
continuing  relationship  in  which  the 
franchisor  provides  pharmacist  customers 
with  the  expertise  to  conduct  a  business, 
sell  a  product  or  a  series  of  products  or 
services,  and  to  obtain  expert  assistance  in 
organising,  training,  merchandising, 
marketing  and  management  —  in  return 
for  a  consideration  from  them.  In  effect  a 
business  franchise  is  an  arrangement 
where  the  franchisor  offers  a  programme 
under  a  corporate  banner  to  expand  and 
capture  new  markets  and  customers,  to 
independently-owned  retail  outlets. 

The  member,  because  he  is 
independent,  remains  his  own  boss  but 
looks  to  the  franchisor  for  assistance  in 
every  form  imaginable,  from  loans  to 
designing,  building,  staffing,  promoting 
and  publicising  his  business.  He  looks  for 
research  and  new  product  and  business 
opportunities.  But  most  of  all  he  looks  for 
training  to  learn  the  business  principles 
involved. 

However,  the  group  realised  it  could 
not  be  all  things  to  all  men  —  its  capability 
would  be  reduced  if  it  were  trying  always 
to  service  the  weakest  link  in  the  chain. 
The  alternative  was  to  be  all  things  to 
some  people  and  the  franchise  programme 
has  therefore  been  developed  with  the 
following  facets. 

Five-star  wholesale  service:  Franchise 
pharmacies  were  given  preferential  service 
over  all  other  customers.  The  aim  is  to 
have  stock  always  available  except  when 
manufacturers  are  unable  to  supply. 
Merchandise  at  basic  price:  The  aim  is  to 


provide  as  much  merchandise  as  possible 
at  the  best  price  operating  anywhere  in  the 
country  —  which  has  been  achieved  with 
the  co-operation  of  suppliers.  The 
franchise  now  uses  the  policy  of 
"consumer  accepted  price",  which  starts 
with  the  price  the  consumer  is  prepared  to 
pay  and  works  back  to  the  best  buying 
price  available  from  the  supplier.  The 
profit  margin  is  then  split  —  one  third  to 
SAD  and  two-thirds  to  the  franchisee. 
Sometimes  only  1  per  cent  is  available  for 
division  —  or  even  no  margin  at  all. 
However  "Mrs  Consumer"  is  happy  and 
the  product  mix  allows  profits  to  be  made 
elsewhere,  just  as  in  the  chains.  The  aim  is 
to  create  an  image  of  the  franchise 
pharmacy  as  a  good  place  to  shop,  but 
special  prices  need  apply  only  to  about  10 
per  cent  of  the  merchandise. 
Store  modernisation  and  merchandising: 
Pharmacies  have  now  been  made  open 
and  light  with  an  atmosphere  in  which  the 
pharmacist  is  prepared  to  make  himself 
obvious  to  the  customer,  with  the 
dispensary  the  focal  point  of  the  premises. 
Marketing:  This  includes  advertising, 
promotion  and  staff  training  and  in 
addition  management  counselling.  The 
group  has  16-20  highly  paid  professional 
field  personnel  who  become  the  "friend 
and  confidant"  of  the  retailer. 
Photofinishing 
Retail  debtors 

Automated  inventory  management:  This 
includes  product  and  shelf  labelling, 
accounting  and  management  reports  etc. 


Seventeen  essentials 


The  Bank  of  America  sets  out  17  benefits 
of  the  franchisor's  knowledge  or  expertise 
which  it  considers  essential  to  every 
franchise.  These  are:-  a  chance  to  open  a 
business  without  previous  experience;  a 
chance  to  open  a  business  with  less 
capital;  adequate  financial  assistance; 
consumer  accepted  image;  maintained 
quality  of  products  and  services; 
combined  buying  power  allowing 
purchase  advantages;  basic  training  and 
continued  assistance;  location  analysis; 
financial  capability  to  buy  choice 
locations;  advantageous  rental  or  leasing 
rates;  well  designed  facilities  (fixtures  etc); 
managerial  and  records  assistance;  sales 
advertising  and  marketing  assistance; 
national  publicity,  promotion  and 
recognition;  higher  income  potential; 
lower  risk  of  failure;  continual  research 
and  development. 

We  had  already  learned  that 
controlled  self-discipline  was  a  vital  factor 
in  the  success  of  a  franchise  programme, 
so  the  Link  programme  was  offered,  in 
the  first  instance,  only  to  those  who  had 
shown  themselves  willing  to  learn  and  do 
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things  to  the  common  good.  There  was  no 
way  any  Link  franchisee  could  be 
permitted  to  do  his  own  thing  and 
jeopardise  the  businesses,  the 
opportunities  and  the  image  of  his 
colleagues. 

We  started  off  with  a  set  of  pretty  rigid 
minimum  standards  before  any  franchisee 
could  qualify  for  the  Link  image. 

For  continuing  success,  every 
franchisee,  as  an  independent,  must  apply 
the  same  minimum  standards  of 
excellence  to  achieve  the  same  consumer 
recognition  and  the  same  success. 

The  launch 

It  took  about  a  year  to  do  all  that  and 
finally  we  had  some  350  pharmacies  out  of 
1 ,800  which  accepted  and  committed 
themselves  to  the  full  Link  programme 
using  our  network  of  wholesale 
distribution.  We  launched  Link  nationally 
virtually  overnight  on  August  20,  1979, 
and  that  in  itself  was  a  major  logistic 
operation. 

After  the  first  year  we  conducted  a 
consumer  survey  to  ascertain  what  impact 
we  had  made  and  what  sort  of  awareness 
we  had  created.  The  results  were 
gratifying  enough,  and  we  continued  on 
our  way.  At  the  end  of  year  two  we 
conducted  two  surveys  —  the  first  again  a 
national  consumer  survey  and  the  second 
an  independent  survey  of  retail 
pharmacists  on  what  they  thought  of  Link 
(the  latter  survey  included  franchisees  and 
others). 

The  major  breakthrough  was 
improved  spontaneous  public  awareness 
of  Link  whereas  awareness  of  our  major 
opposition  (Plus)  had  dropped.  On  the 
aided  awareness  Link  had  achieved  a 
phenomenal  92  per  cent  public  awareness 
in  the  space  of  two  years  while  our 
opposition  had  made  no  progress  in  the 
same  two  years  after  being  in  the  VTO 
business  for  13  years.  The  claimed  usage 
of  Link  pharmacies  had  grown  by  23  per 
cent  —  not  attributable  to  more  Link 
outlets  being  available.  Respondents  cited 
the  following  as  the  most  important 
reasons  for  using  a  particular  chemise- 
convenience,  friendly,  helpful  and 
obliging  staff,  personal  service,  good 
advice,  and  "they're  cheaper".  The  latter 
factor  was  highlighted  by  over  30  per  cent 
of  respondents  in  respect  of  Link  and  by 
less  than  7  per  cent  for  other  pharmacy 
outlets. 

When  we  started  out,  the  average 


franchisee  was  buying  some  RF5,000 
worth  of  merchandise  from  us  each 
month.  We  set  out  goal  for  each  of  them 
R  10,000  and  today  the  average  actual 
purchase  far  exceeds  R15,000  per  month 
each.  (These  figures  don't  include 
cosmetic  purchases,  which  are  supplied 
direct.)  Many  franchisess  have  shown 
growth  patterns  in  excess  of  50  per  cent  — 
real  growth  of  35-40  per  cent. 

However,  average  growth  has  been  28 
per  cent  in  sales  so  there  have  been  many 
who  have  achieved  less  and  consequently 
held  the  rest  back.  Surveys  and  field 
investigations  have  shown  that  a  great 
part  of  that  retardation  was  due  to 
franchisees  who  did  not  follow  the  rules 
of  self-discipline.  In  many  cases  they 
preferred  to  "cherry  pick"  and  take  just 
the  parts  they  needed  with  total  disregard 
for  the  damage  done  to  themselves  and 
the  credibility  of  other  franchisees. 

So,  over  the  years  we  have  taken  the 


drastic  steps  of  disenfranchising  some  55 
pharmacies.  Today  membership  stands  at 
just  over  500. 

The  franchise  system  strikes  the  classic 
bargain  which  a  man  makes  with  his 
society:  he  sacrifices  a  measure  of  his 
freedom  in  return  for  a  measure  of 
security.  Franchising,  however,  has  not 
had,  cannot  have  and  probably  never  will 

"There  was  no  way  any  Link 
franchisee  could  be  permitted  to  do 
his  own  thing." 

have  the  answer  to  the  man  or  woman 
who  won't  listen,  who  won't  accept  the 
lessons  to  be  learnt.  There  is  no  magic  in 
franchising,  no  surefire  formula  for 
success.  It  requires  a  lot  of  hard  work. 
The  franchisor  provides  the  tools,  the 
franchisee  has  to  use  them,  fully  and 
efficiently.  He  cannot  simply  sit  back  and 
expect  it  all  to  happen  —  it  won't. 


Bright  prospects  for  OTC  sales 


"I  believe  the  independent  chemist  is  in  a 
better  position  today  to  take  advantage  of 
the  opportunities  in  the  OTC  market  than 
at  any  time  for  about  15  years,"  Mr  Tony 
Broad  of  Elida  Gibbs  told  the 
Convention. 

Mr  Broad  produced  evidence  which  he 
suggested  disproved  the  often-quoted  idea 
that  there  is  a  massive  erosion  of  the 
chemist  sector.  He  maintained  that:- 

□  OTC  erosion  has  ceased. 

□  NHS  remains  the  most  important  part 
of  the  independent  chemist's  business  but 
is  always  in  danger  from  Government 
influence. 

□  Chemist  closures  have  virtually 
stopped. 

□  Cosmetics  and  toiletries  form  about  20 
per  cent  of  chemists'  OTC  business  — 
static  for  the  past  four  years  with  some 
markets  actually  increasing. 

□  Cosmetics  and  toiletries  are  all  about 
"added  value,"  consumer  choice  and 
reassurance. 

□  Other  outlets  have  lost  their  way, 
particularly  the  food  trade  where  there  are 
greater  priorities. 

Disposable  income  would  be  up  by  0.3 
per  cent  in  1982,  it  was  forecast,  with 
consumer  spending  up  0.8  per  cent  —  so 
things  should  be  a  little  better.  For 
chemists  the  NHS  share  had  risen  to  62.2 


per  cent,  but  the  shift  to  NHS  had  slowed 
since  1977. 

In  the  past  four  years  there  had  been  a 
turnaround  in  chemist  OTC  sales. 
Comparing  1977  with  1975,  a  rise  in 
inflation  of  32.7  per  cent,  had  equated 
with  an  OTC  rise  of  only  17.5  per  cent, 
indicating  a  decline  in  volume.  However, 
comparing  1981  with  1978,  an  inflation 
rate  of  36.2  per  cent  had  been 
accompanied  by  an  increase  in  OTC  of 
45.0  per  cent. 

The  first  reason  for  this,  Mr  Broad 
suggested,  was  that  in  1978  food 
competition  had  "hotted  up"  through 
Tesco  Checkout  and  Sainsburys  Discount 
etc.  This  resulted  in  the  food  trade 
focussing  its  efforts  on  survival  on  its 
main  business,  food  —  with  a  consequent 
erosion  of  the  trade's  diversification 
policy.  Then  there  was  the  drug  store 
sector,  which  had  plateaued  after  making 
big  strides  up  to  1978. 

Independent  chemist  on  the  other 
hand  had  made  progress  as  the  groups  had 
increased  consumer  awareness.  The  shares 
of  toiletries  and  cosmetics  in  1981  were  as 
shown  in  the  table  overleaf  but  there  had 
been  a  significant  decline  in  the  food  share 
from  23  to  20  per  cent,  with  Asda,  Tesco 

Continued  on  p592 
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Vantage  Convention  Continued  from  p591 


No  one  can  dictate 
to  the  consumer 

and  Sainsbury  accounting  for  40  per  cent 
of  all  toiletries  and  cosmetics  sold  through 
the  grocery  trade. 

Mr  Broad  further  illustrated  his  point 
with  two  case  studies.  The  first  he 
described  as  the  "plight  of  brand  X." 
Thirteen  years  ago  it  had  been  brand 
leader  but  in  the  four  years  shown  in  the 


The  plight  of  brand  X 

Brand  X  share 

Outlet  share  per  cent 
Boots 
Total  food 
Chemist-type 

Per  cent  of  brand  X  sales 
Boots 
Total  food 
Chemist-type 


table  it  had  been  in  decline.  From  the 
figures  it  could  be  seen  that  the 
manufacturer's  attempt  to  push  sales 
through  grocery  had  been  partly 
responsible  for  this  decline  —  the 
manufacturer  could  not  dictate  to  the 
consumer  where  she  should  buy. 

In  the  case  of  retailer  "Y," 
rationalisation  of  stock  to  two  brands  in 
one  market  led  to  a  drop  in  market  share 
from  5  to  3  per  cent.  However  the  two 
brands'  overall  market  share  did  not 
change:  again  the  consumer  purchased  the 
brand  of  choice  elsewhere.  This,  said  Mr 
Broad,  was  a  classic  example  of  a  retailer 
deciding  he  could  dictate  to  a  consumer. 

How  should  the  chemist  take 
advantage  of  the  opportunities,  Mr  Broad 
asked.  He  suggested  first  that  they  might 
consider  making  a  member  of  staff  a  full 
manager  in  their  own  right.  "You  may 
consider  giving  such  a  person  full 
authority  to  manage  turnover,  profit, 
stock  rotation,  promotional  activity  etc  — 
a  very  responsible  task  but  well  worth  the 
investment  against  which  you  can  reap 
handsome  dividends." 

However,  Mr  Broad  warned  chemists 
against  being  tempted  by  different 
wholesale  groups'  promotional  offers  into 
"cherry  picking  the  goodies"  from 
outside  of  the  group  they  belong  to.  This 
might  increase  the  percentage  profit 
margin  but  along  with  that  could  come  a 
decline  in  turnover  because  of  the 
uncompetitive  situation  created.  "If  you 
are  a  member  of  a  group  such  as  Vantage 
every  pound  you  spend  outside  means  less 
investment  back  into  the  group;  this 
cannot  work  in  your  interest." 

Vantage  had  nearly  1 ,300  members  — 
more  outlets  than  Boots  —  and  if  they 
could  exploit  their  situation  they  could  be 
a  force  to  be  reckoned  with.  According  to 
recent  information,  people  coming  into 
chemists  were  happy  with  the  service;  the 
need  was  therefore  to  build  traffic  flow. 


Toiletries  and  cosmetics:  1981  outlet 
share  per  cent 


Excl.  soap 

Total 

perfume 

market 

cosmetics 

Food 

19.7 

20.3 

Boots 

30.2 

32.1 

Chemists 

1 1.7 

1 1.3 

Woolworth 

4.3 

4.5 

Door  to  door 

7.6 

4.7 

Drug 

6.4 

8.1 

Departmental 

8.1 

6.0 

Others 

12.0 

13.0 

1978  1979 

6.4  5.9 

1980 

4.6 

1981 

3.8 

33 

35 

36 

36 

20 

21 

21 

22 

28 

30 

28 

28 

23 

23 

21 

21 

35 

37 

38 

39 

27 

25 

24 

24 

OTC  medicines  a 
lost  opportunity? 

Pharmacists  have  "lost  an  opportunity" 
through  not  taking  sales  of  large-pack 
analgesics  lost  by  grocers  when  they 
became  pharmacy-only.  That  was  the 
contention  of  Mr  Les  Jubb,  national 
account  manager  of  Beecham  Proprietary 
Medicines,  who  gave  a  new  definition  for 
the  initials  OTC  —  "opportunities  to 
capitalise". 

Mr  Jubb  said  that  total  analgesic  sales 
through  the  food  trade  dropped  by  76 
million  tablets  ( — 11  per  cent)  from  1979 
to  1980.  During  the  same  period  sales 
through  pharmacy  outlets  (in  tablettage) 
remained  static. 

"Whilst  accepting  that  not  all  the  large 
size  sales  would  switch  from  grocers  or 
non-pharmacy  outlets  to  the  pharmacy,  it 
was  anticipated  that  there  would  be  a 
switching  of  considerable  levels  of 
business.  Potentially  this  is  still  seen  as  a 
major  area  of  opportunity  but  we  would 
question  how  many  pharmacists  actively 
sell  these  pharmacy-only  products. 

"How  many  such  products  are 
displayed?  How  often  are  these  to  be  still 
found  in  drawers  or  out  of  sight  of  the 
consumer?  Does  the  pharmacist 
encourage  regular  users  or  purchasers  to 
buy  the  economic  large  size  —  which 
subsequently  prompts  repeat  purchase, 
since  that  size  can  only  be  bought  through 
a  pharmacy? 

"At  the  time  of  GSL  being 
introduced,  no  firm  lead  was  taken,  by 
any  organisation,  to  capitalise  on  large 
size  analgesics  becoming  pharmacy  only. 
The  result  was  a  drop  in  the  total  market 
for  analgesics.  We  do  not  believe  all  the 
former  large  size  purchasers  have 
disappeared,  we  believe  an  opportunity 
does  still  exist." 


Tony  Broad  Les Jubb 


Turning  to  display  and  the  use  of  POS 
material,  Mr  Jubb  said  Beecham 
experience  over  the  past  three  winters 
showed  that  a  nucleus  of  only  2,000 
chemists  (out  of  9,500)  were  prepared  to 
give  their  wholehearted  support  to 
featuring  products  during  their  peak  sales 
periods.  "Needless  to  say,  in  the  current 
climate,  we  now  produce  display  material 
in  quantities  geared  to  those  supporters. 
Yet  given  the  right  display  instore  we 
know  that  a  tremendous  opportunity 
exists  for  extra  sales. 

"We  believe  that  more  aggressive 
merchandising  is  necessary  for  proprietary 
medicines,  somewhere  midway  between 
toiletries  and  "ethicals";  the  material  is 
available  but  the  pharmacist  must  take 
advantage  of  the  opportunity  that  this 
provides. 

Pharmacists  should  be  concentrating 
on  leading  advertised  brands,  said  the 
speaker.  There  was  a  need  to  rationalise 
out  non-supported  lines.  "Accepting 
many  chemists  provide  a  service,  there  are 
still  many  duplications  on  slower  lines 
which  could  be  delisted  with  little  or  no 
loss  of  turnover." 

Having  established  the  correct  product 
range,  the  pharmacist  should  be  allocating 
display  space  accordingly.  An  analgesic 
with  20  per  cent  of  the  market  should  be 
given  20  per  cent  of  the  space  being  made 
available  to  analgesics. 

With  better  stock  control,  the 
pharmacist  could  look  seriously  at  new 
products.  An  example  was  the  health  food 
market  —  "ripe  for  exploitation  and 
many  of  the  products  fit  in  extremely  well 
within  the  existing  chemist  business".  The 
market  was  expanding  faster  than  existing 
specialist  stores  could  cope  with,  but  were 
pharmacists  prepared  to  allow  the  market 
to  be  won  by  the  ever-diversifying 
multiple  grocers,  or  would  they  carve  it 
out  for  themselves? 

Finally,  Mr  Jubb  spoke  of  staff 
training  and  product  knowledge.  He 
asked:  "What  is  wrong  with  measuring 
the  productivity  of  the  staff?  Give  them 
each  an  input  key  or  identification  to  be 
rung  into  the  till  with  each  sale.  At  the  end 
of  the  week, a  month  or  whatever  period 
you  decide,  reward  the  efforts  of  the  top 
member  of  staff  with  some  form  of 
incentive.  I  understand  it  works  well  in 
department  stores." 

Some  of  Mr  Jubb's  views,  particularly 
on  the  sale  of  analgesics,  were  hotly 
disputed  at  syndicate  sessions  held  later  in 
the  Convention.  One  pharmacist  said  he 
regarded  GSL  as  "grocery  sale  list".  ■ 
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ONDT3  MONTHS  LEFT 
TO  GET  PREPARED. 


■  he  new  Health  and 
M  Safety  (First  Aid) 

■  Regulations  1 98 1 ,  which 
come  into  force  on  July  1 ,  1 982, 
place  new  responsibilities  on 
employers  to  provide  revised  first- 
aid  kits  and  facilities  for  their 
employees.  Similar  requirements 
are  now  placed  on  self-employed 
persons. 

A  new  range  of  first-aid  kits  by 
Elastoplast  has  been  launched  to 
comply  with  these  new  require- 
ments. And  with  Elastoplast,  the  first 
name  in  first-aid,  you  can  be  sure 
that  every  item  is  of  the  highest 
quality  and  every  sterile  item  has 
been  correctly  sterilised. 

During  the  next  three  months 
you  can  look  forward  to  much 
increased  demand. 


An  employer  shall  provide,  or 
ensure  that  there  are  provided, 
such  equipment  and  facilities 
as  are  adequate  and  appropriate 
in  the  circumstances  for 
enabling  first-aid  to  be  rendered 
to  his  employees  if  they  are 
injured  or  become  ill  at  work. 


To  take  advantage  of  this 
important  sales  opportunity  talk  to 
your  Smith  and  Nephew  Consumer 


Secl/on  3rf>  Tftc  Health  imS 
Safety  (FirstAid)  Regulations 

1981 


Products  representative  for  full 
details  on  the  new  range  of  First- 
Aid  Kits  by  Elastoplast  or  send  for 
your  free  copy  of  our  brochure 
which  outlines  the  new  Regulations 
and  describes  the  new  range  of 
First-Aid  kits  by  Elastoplast. 


(S&N: 


••••• 

Smith  and  Nephew  Limited,  Occupational  Care, 
Bessemer  Road,  Welwyn  Garden  City, 
Hertfordshire  AL7  I HF 
Telephone:  Welwyn  Garden  (07073)  25151 

Elastoplast  is  a  registered  trademark  of  T.J.  Smith  and  Nephew  Ltd. 

Please  send  me  my  free  copy  of  your  leaflet  ! 
entitled  Be  Prepared .  ^ 

Name   I 


Elastoplast-the  first  name  in  first-aid. 


Position 


Company 
Address  _ 


L^ 


PRESCRIPTION  SPECIALITIES 


Two  combined  oral 
contraceptives 


Contraindications,  precautions  etc 

Generally  as  for  other  oral  contraceptives. 
See  manufacturer's  literature 
Packs  3  x  21  tablets  (£2. 10  trade) 
Supply  restrictions  Prescription  only 
Issued  March  1982  b 


Marvelon  tablets 


Manufacturer  Organon  Laboratories  Ltd, 
Crown  House,  Morden,  Surrey  SM4  5DZ 
Description  White,  round,  biconvex 
tablets  coded  "TR5"  on  one  side  and 
"Organon"  on  the  reverse  each 
containing  desogestrel  150^g  and 
ethinyloestradiol  30^g 
Indications  Oral  contraception 
Dosage  One  tablet  daily,  at  the  same  time 
each  day,  for  21  days,  followed  by  seven 
tablet-free  days.  See  data  sheet  for  details 
of  post-partum  use  and  changing  from 
another  oral  contraceptive 
Contraindications,  precautions  etc 
Generally  as  for  other  contraceptives.  See 
manufacturer's  literature 
Packs  21  tablets  (£0.85  trade) 
Supply  restrictions  Prescription  only 
Issued  April  5,  1982  ■ 

Diazepam  capsules 
with  slow-release 

Roche  are  introducing  a  controlled-release 
formulation  of  diazepam  which  they  say 
gives  greater  "economy"  of  drug  dosage. 

The  formulation  called  Valrelease 
consists  of  a  novel  matrix  in  gelatine 
capsules.  After  ingestion,  the  gelatin  shell 
dissolves  and  the  matrix  forms  a  hydrated 
boundary  layer  in  contact  with  the 
stomach  contents  through  which 
diazepam  is  released  by  diffusion.  As  one 
layer  is  dissipated  another  is  formed 
leaving  the  capsule  intact. 

After  administration  of  the  capsule 
plasma  diazepam  levels  rise  gradually 
reaching  a  maximum  between  five  and 
eight  hours.  This  eliminates  the  peaks  and 
troughs  of  conventional  dose  regimens, 
the  company  says,  and  allows  once  daily 
administration  and  more  efficient  use  of 
the  drug.  One  lOmg  capsule  daily  should 
be  regarded  as  equivalent  to  diazepam 
5mg  three  times  daily. 


Valrelease  capsules 


Manufacturer  Roche  Products  Ltd, 
Broadwater  Road,  Welwyn  Garden  City, 
Herts  AL7  3AY 

Description  Opaque  blue/opaque  light 
blue  capsules  printed  with  "Roche"  in  red 
each  containing  diazepam  lOmg  in  a 
controlled  release  form 


Indications  Treatment  of  the  symptoms  of 
anxiety  including  both  psychic  and 
somatic  manifestations 
Dosage  One  capsule  daily  usually  early  in 
the  evening.  No  dose  recommendations 
for  children  and  elderly  patients 
Contraindications,  precautions  etc  As  for 
diazepam 

Packs  50  capsules  (£3.25  trade) 
Supply  restrictions  Prescription  only 
Issued  April  1982  b 


Vibramycin-C  tabs 


Manfacturer  Pfizer  Ltd,  Sandwich,  Kent 
Description  Off-white  beige  tablets 
marked  "D-7"  on  one  side  and  "Pfizer" 
on  the  other  each  containing  lOOmg 
doxycycline  as  the  monohydrate.  The 
tablets  are  dispersible  in  water  and 
flavoured  with  blackcurrant 
Indications,  contraindications  etc  As  for 
other  Vibramycin  preparations 
Dosage  As  for  Vibramycin.  The  tablets 
should  be  stirred  in  half  a  glass  of  water 
until  dispersed 

Packs  10  tablets  (£6.48  trade) 
Supply  restrictions  Prescription  only 
Issued  April  1982  b 


Mucolex  tablets 


William  R.  Warner  have  introduced  a 
tablet  form  of  Mucolex  each  containing 
375mg  carbocisteine  (100,  £12.96  trade). 
Like  the  syrup  it  is  a  prescription  only 
medicine.  William  R.  Warner  &  Co  Ltd, 
Usk  Road,  Pontypool,  Gwent.  B 


MST  Continus  30mg 


Napp  Laboratories  are  changing  the  name 
of  their  lOmg  controlled-release  morphine 
sulphate  tablets  from  MST-1  Continus  to 
MST  Continus.  They  are  also  introducing 
a  30mg  strength  tablet  (50,  £14.12  trade). 
Napp  Laboratories  Ltd,  Hill  Farm 
Avenue,  Watford,  Herts  WD2  7RA.  m 


Change  of  name 


The  brand  name  of  Peralvex  is  being 
altered  to  Pyralvex  to  bring  the  UK  into 
line  with  other  countries.  The  formulation 
is  unchanged  but  the  pack  size  is  now 
10ml  (£0.94  trade).  Norgine  Ltd,  59  High 
Holborn,  London  WC1V6EB.  B 


Product  markings 


From  April  5,  Ponstan  forte  tablets  will  be 
embossed  with  the  product  name.  Parke 
Davis  &  Co,  Usk  Road,  Pontypool, 
Gwent  NP4  0YH.M 


Increasing  concern  with  the  effect  of  oral 
contraceptives  on  arterial  disease  is  behind 
the  rationale  for  launching  the  two  latest 
products. 

Marvelon,  being  introduced  by 
Organon  on  Monday,  is  a  combination  of 
ethinyloestradiol  and  a  new  progestogen 
—  desogestrel.  As  outlined  previously 
(C&D,  March  20,  p486)  the  combination 
causes  a  rise  in  HDL-cholesterol  levels  and 
this  is  associated  with  a  reduced  risk  of 
cardiovascular  disease. 

The  other  product  is  Binovum,  the 
first  UK  biphasic  oral  contraceptive.  It 
was  introduced  this  week  by  Ortho 
Pharmaceutical.  The  progestogen  used  is 
norethisterone  and  the  company  says 
recent  studies  have  shown  that  unlike 
norgestrel  is  does  not  have  a  detrimental 
effect  on  HDL  levels  or  on  glucose 
tolerance. 

Binovum  uses  a  constant  dose  of  35/^g 
ethinyloestradiol  thoughout  the  cycle. 
This  is  combined  with  0.5mg 
norethisterone  for  the  first  seven  days  and 
1  .Omg  for  the  following  14  days  thus  using 
the  same  principle  as  the  triphasic 
contraceptives  of  increasing  the 
progestogen  dose  at  the  end  of  the  cycle. 
Ortho  say  this  reduces  the  possibility  of 
breakthrough  bleeding  with  much  better 
cycle  control  than  Ovysmen  0.5/35. 

Both  products  consist  of  21-tablet 
packs  so  that  each  course  is  followed  by 
seven  tablet-free  days.  The  dosage 
instructions  for  both  recommend  starting 
on  the  first  day  of  menstruation  so  no 
additional  contraceptive  precautions  are 
necessary  for  the  first  cycle. 


Binovum  tablets 


Manufacturer  Ortho  Pharmaceutical  Ltd, 
Saunderton,  High  Wycombe,  Bucks 
Description  Circular  tablets  with 
"Ortho"  engraved  on  each  face.  Each 
pack  consists  of  seven  white  tablets  each 
containing  norethisterone  0.5mg  and 
ethinyloestradiol  35/^g  plus  14  peach 
coloured  tablets  each  containing 
norethisterone  l.Omg  and 
ethinyloestradiol  35/^g 
Indications  Contraception  and  the 
recognised  indications  for  such  oestrogen 
/  progestogen  combinations 
Dosage  One  white  tablet  every  day  for 
seven  days  followed  by  one  peach- 
coloured  tablet  every  day  for  14  days. 
Each  course  is  followed  by  seven  tablet- 
free  days.  See  data  sheet  for  details  of 
post-partum  use  and  changing  from 
another  contraceptive 
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COUNTERPOINTS 


Vantage  own  label 
packed  goods . . . 

A  range  of  packed  goods  with  a  Vestric 
"own  label"  design  is  to  be  launched 
during  May.  The  product  range  includes 
paracetamol,  aspirin,  soluble  aspirin, 
codeine  linctus,  kaolin  and  morphine 
mixture,  glycerin,  liquid  paraffin,  witch 
hazel,  glucose  powder,  olive  oil,  zinc  and 
castor  oil  cream,  calamine  lotion,  epsom 
salts,  sodium  bicarbonate,  glycerin  lemon 
/  honey,  surgical  spirit  and  mineralised 
meths. 

The  "V"  logo  design  will  be  featured 
with  labels  printed  in  orange  and 
turquoise.  Whilst  the  colours  are  chosen 
to  match  the  Vantage  own-label  product 
ranges,  the  new  Vestric  labelled  items  will 
be  available  to  all  chemist  shops  —  and 
only  chemists.  Special  terms  will  be 
available  to  Vantage  members.  ■ 


. . .  and  film  package 
to  remove  the  hassle 

With  the  launch  of  Vantage  own  label 
process  paid  films,  announced  by  Vestric 
at  their  "Forum  for  Success"  conference 
in  Rome  (C&D,  March  27,  p525),  the 
company  says  it  is  providing  pharmacy 
with  a  vitally  important  strategic  weapon 
in  their  war  against  the  postal  processing 
laboratories. 

Vantage  manager  Alan  Turner 
describes  the  project,  executed  in  co- 
operation with  Photoplus  Laboratories, 
as  an  "absolute  first  in  the  pharmacy 
business".  It  enables  the  pharmacist  to 
sell  a  range  of  process-paid  films  which 
should  save  customers  around  £2  on  the 
usual  cost  of  buying  a  film  and  then 
paying  for  processing.  The  main 
advantage  for  pharmacists  is  that  once  the 
customer  has  bought  the  film  (popular 
sizes  110,  126  and  135  retail  at  £3.89)  the 
pharmacist  is  free  of  the  subsequent 
administrative  problems  usually 
associated  with  customers  returning  films 
to  be  processed. 

Alan  Turner  says:  "All  the  hassle  has 
gone.  The  pharmacist  simply  sells  the 
process-paid  film  and  picks  up  the 
profit."  The  project  should  bring  a  20  per 
cent  profit  on  return. 

Quite  apart  from  important  price 
consideration,  the  Vantage/Photoplus 
package  offers  various  "convenience" 
advantages  to  customers.  Holidaymakers 
can  simply  post  off  the  film  in  the 
envelope  provided  and  quite  possibly  have 
the  prints  waiting  for  them  with  their  mail 
when  they  get  home. 

Vestric  say  the  customer  will  prefer 


being  able  to  buy  the  processing  with  the 
film,  rather  than  taking  a  film  out  of  a 
camera  and  not  knowing  exactly  how  to 
go  about  getting  it  processed.  It  is  at  the 
point  the  film  leaves  the  camera  that  the 
processing  laboratories  go  for  the  market, 
while  with  this  method,  the  market  — 
and  the  profit  —  is  already  captured  by 
the  pharmacist.  ■ 

Video  film  club  with 
wide  selection 

The  Vantage  Video  Club  scheme  which 
Vestric  announced  to  members  in  Rome 
(C&D,  March  27,  p525),  offers 
pharmacists  a  facility  which  is  not 
available  to  many  other  outlets  in  the 
video  film  market  —  the  pharmacist  does 
not  have  to  make  the  huge  expenditure 
necessary  to  build  up  a  worthwhile  library 
of  films. 

Some  1,500  films  are  available  but  the 
pharmacist  needs  stock  only  selected  films 
in  the  video  club  "starter  packs"  each 
containing  film  plus  the  catalogue  —  there 
is  a  choice  of  about  a  dozen  to  start  with. 

A  potential  member  buys  a  starter 
pack  at  a  cost  of  £39.95  for  a  film  and 
four  months'  membership,  or  £85  for  a 
film  and  12  months  membership. 
Thereafter  the  video  club  members  deal 
direct  with  the  central  office  of  the  club 
using  the  specially  provided  postal 
packages  to  return  films  by  post,  with  the 
possibility  of  borrowing  2-3  films  each 
week  at  a  cost  of  less  than  £1  per  film. 

Vestric  see  the  scheme,  which  is  on 
extensive  trial  at  the  moment,  as  giving 
Vantage  yet  another  unique  opportunity 
to  diversify  into  a  fast  growing  market 
with  extra  benefits  to  the  customer  and 
more  profit  for  the  pharmacist.  Lonsdale 
&  Thompson,  7-11  Bury  Road,  Radcliffe, 
Manchester M269XB.  (Tel:  061-724 
72U.)m 


Sundries  range  to 
have  April  launch 

Beauty  Shapers,  a  range  of  carded 
sundries  in  the  beauty  care  /  manicure 
area,  are  to  be  available  to  all  Vestric 
customers  from  April  19. 

Launched  into  an  area  not  previously 


covered  systematically  by  the  company's 
PLOF  lists,  Beauty  Shapers  will  include 
selections  of  manicure  scissors  and 
clippers,  emery  boards,  cuticle  shapers  etc 
produced  for  Vestric  by  Colson  &  Kay.  ■ 


Vantage  benefits 


Vestric  have  made  arrangements  with  a 
car  hire  company  and  a  chain  of  hotels  so 
that  favourable  terms  can  be  offered  to 
Vantage  members. 

They  can  be  members  of  the  Hertz 
Number  One  Club  (which  offers  special 
discounts  on  car  hire  in  many  parts  of  the 
world,  including  10  per  cent  in  the  UK) 
and  other  benefits  including  priority 
treatment,  faster  reservations,  waiving  of 
deposit  and  deferred  payment  facilities. 
Vantage  members  are  also  offered 
opportunity  of  10  per  cent  discounts  on 
selected  Thistle  Hotels,  Highlife  Holidays 
in  the  UK.  ■ 
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Cow  &  Gate  enter 
slimming  market 

Cow  &  Gate  are  entering  the  slimming 
market  with  Profile,  a  complete  liquid 
meal  replacement  which  will  be  test 
marketed  in  the  Anglia  and  London  TV 
regions.  This  is  the  first  product  from  the 
newly  formed  consumer  group. 

Profile,  based  on  fortified  skimmed 
milk,  contains  200  calories  and  does  not 
need  refrigerating.  All  packs  are  date 
stamped  and  can  be  kept  for  up  to  six 
months.  Straws  are  supplied  with  the 
packs  for  immediate  use.  Available  in 
chocolate,  vanilla  and  strawberry 
variants,  Profile  is  expected  to  sell  for 
around  £1 . 10  for  a  pack  of  three.  Two 
regimes  are  available,  one  for  the  serious 
slimmer  to  replace  breakfast  and  lunch 
and  a  lighter  approach  to  be  used  at  snack 
times. 

Television  advertising  in  the  test 
regions  will  commence  April  5  for  six 
months  supported  by  radio  advertising. 
The  company  says  that  the  product  has 
been  available  in  Holland  and  Belgium  for 


over  a  year  and  has  been  very  successful. 
Profile  will  be  initially  available  through 
chemists  and  drug  stores  although  grocery 
outlets  have  not  been  ruled  out.  Cow  & 
Gate  Ltd,  Cow  &  Gate  House, 
Trowbridge,  Wilts  BA 14  8HZ.  ■ 

Pansy  power 

Stafford-Miller  are  providing  Dentu- 
creme  (£0.73)  with  pos  promotion  in 
April.  Each  48ml  pack  will  contain  a  free 
sachet  of  Carters  mixed  pansy  seeds.  The 
company  believes  this  offer  to  be 
particularly  suited  to  their  target  market, 
as  their  research  indicates  that  45  per  cent 
of  denture  wearers  are  also  gardeners. 
Stafford-Miller  Ltd,  Stafford-Miller 
House,  The  Common,  Hatfield,  Herts.  ■ 


Jojoba  haircare 

Bellair  Cosmetics  are  launching  Jojoba 
shampoo  and  conditioner. 

Jojoba,  pronounced  Ho-ho-ba,  is  a 
shrub  that  grows  in  the  Sonoran  Desert.  It 
has  a  small  nut-like  fruit  which,  when 
processed,  releases  oil  which  is  believed  to 
have  special  conditioning  properties 
which  feed  both  hair  and  scalp.  Both  the 
shampoo  and  conditioner  retail  at  £1 .25 
for  200ml. 

The  company  has  also  added  three 
new  Disco  Dazzle  colours  to  the  Nestle 
Streaks  'n'  Tips  range  of  temporary  spray- 
on  hair  colourants.  The  sprays  (£1 .49)  are 
now  available  in  red,  green  and  sky-blue, 
as  well  as  the  original  gold,  silver  and 
blonde  shades.  A  colourful  display  unit  is 
available. 

Finally  the  Black  and  Beautiful  hair- 
care  range  has  been  repackaged.  Both  the 
shampoo  and  conditioner  come  in  170ml 
black  plastic  bottles  (£0.95).  Lanalol  solid 
hairfood  is  available  in  a  90g  jar  (£1 .25)  as 
is  the  natural  sheen  spray  (200g,  £1 .25). 
Bellair  Cosmetics  Ltd,  New  Road, 
Winsford,  Cheshire.  ■  


YOUR  SHOP  CAN'T  AFFORD 
TO  MISS  IT...  CAN  YOU? 


Your  shop  is  your  business  .  .  .  your  livelihood.  But  are 
you  keeping  up  to  date  with  the  latest  ideas  in  retailing, 
designed  to  boost  your  turnover,  make  you  more 
efficient  and  keep  ahead  of  competition?  Have  you  seen 
the  latest  ideas  in  cash  registers,  shopfitting,  shelving, 
lighting,  display,  shopfronts,  security? 


Joint  Sponsors:   Shop  and  Display  Equipment  Association 
Shop   Equipment  &  Shopfitting  News 


r 


To:   Westbourne  Exhibitions  Ltd 

Crown  House  Morden  Surrey  SM4  5EB 
England 

Please  send  me  free  tickets  to 

Shopex  International  '82. 


Shop/Company 
Address  


Position 


L. 


S.A.E.  ensures  speedy  return  of  tickets 

CD3/4 


There's  only  one  place  to  see  what's  new  in  shopfitting 
and  display  equipment.  It's  called  Shopex  and  it's  the 
world's  largest  annual  retailing  exhibition.  A  few  hours, 
even  a  day  at  Shopex  will  give  you  some  bright  ideas 
and  help  your  shop  keep  up  to  date. 
For  your  free  tickets,  ring  our  special  HOT-LINE  now 
on:  01-543  1252  or  fill  in  the  coupon. 


Shop 
&  Display 
Equipment 
Exhibition 


INTERIM  ATIOIMAI_'82 


J 


The  best  tonic  for  your  shop! 

13-17  June  1982  Olympia  London 
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Batiste  majors  on 
greasy  hair 


Schwarzkopf  are  relaunching  Batiste  as  a 
complete  range  of  hair  care  products  with 
new  formulations  specially  designed  for 
greasy  hair. 

Research  has  shown,  they  say,  that 
greasy  hair  is  usually  combined  with 
another  problem,  such  as  dandruff  or 
split  ends.  What  is  needed  is  a  whole  range 
of  products,  as  one  is  not  currently 
available,  which  is  specially  made  for 
greasy  hair  and  made  to  work  on  the  other 
problem.  The  new  Batiste  range  consists 
of  a  regular  shampoo,  a  frequent  wash 
shampoo  (approximate  prices,  100ml, 
£0.49  and  200ml,  £0.89),  an  anti-dandruff 
shampoo  (200ml,  £1.15),  a  conditioning 
rinse  (£0.69)  and  a  dry  shampoo  (135g, 
£0.89  and  200g,  £1.15). 

The  regular  shampoo  is  envisaged 
being  used  once  a  week  and  has  been 
designed  to  leave  the  scalp  with  a  neutral 
pH  which  won't  overstimulate  the 
sebaceous  glands,  says  the  company.  It  is 
backed  up  by  the  frequent  wash  shampoo 
for  those  who  need  to  wash  their  hair 
more  often,  and  is  said  to  protect  the  hair 
from  damage  caused  by  frequent  use  of 
hairdryers  and  heated  rollers.  The  anti- 
dandruff  shampoo  contains  the  ingredient 
octopirox,  developed  by  Hoechst  and 
claimed  to  be  very  effective  against 


OTC  Sudaf  ed  expec 


Wellcome  are  now  introducing  a  counter 
pack  for  Sudafed  expectorant  (100ml, 
£1 .28).  OTC  packs  of  Sudafed  tablets  and 
elixir  were  launched  last  month.  The  1 
litre  expectorant  dispensing  pack  is  still 
available.  Wellcome  Foundation  Ltd, 
Temple  Hill,  Dartford,  Kent.  ■ 

Extra  content  for 
Beecham  lines 

Beecham  Toiletries  are  currently 
promoting  five  products.  Two  sizes  of 
both  flavour  variants  of  Macleans  (50ml 
and  85ml)  are  flashed  "30  per  cent  free", 
all  five  variants  of  Silvikrin  shampoo 
(125ml)  contain  30  per  cent  extra  free  and 
the  175ml  hairspray,  20  per  cent  extra 
free. 

Both  the  Stick-Up  and  solid  Airwick 
air  fresheners  are  currently  being 
promoted  with  on-pack  offers.  For 
Airwick  solid  the  Beechams  sales  force  are 
selling-in  twin-packs  retailing  at  £0.95  and 
both  complete  and  refill  packs  of  Stick- 


dandruff.  The  formulation  and  perfume 
in  the  dry  shampoo  have  also  been 
changed.  Packaging  will  be  in  green  and 
white,  with  only  the  dove  motif  being 
retained  from  the  previous  range. 

A  £230,000  advertising  campaign  will 
commence  in  the  women's  Press  in  June, 
with  colour  spreads  in  Woman,  Woman 's 
Own,  Cosmopolitan,  19,  Woman's 
World,  Honey,  Look  Now,  and  the  1982 
Hair  Book,  with  the  catchline:  "We  start 
where  others  stop".  The  advertising  will 
emphasise  the  regimen  concept  of  the 
range. 

Full  merchandising  support  will  be 
given  to  the  range  including  a 
merchandising  counter  unit  holding 
information  leaflets.  The  couponed 
leaflets,  explaining  the  use  of  the  range, 
will  offer  lOp  off  any  of  the  shampoos 
and  the  conditioner.  There  will  also  be 
shelf  strips  and  a  trade  competition. 
Schwarzkopf  Ltd,  Penn  Road, 
Calif ornian  Trading  Estate,  Aylesbury, 
Bucks.  ■ 


Up  carry  coupons  worth  7p  off  future 
purchases.  Beecham  Proprietary 
Toiletries,  Beecham  House,  Great  West 
Road,  Brentford,  Middlesex.  ■ 


April  sundries  offers 


A  selection  of  sundries  will  be  available  to 
Unichem  members,  April  5-30.  They  are 
Culmax  shaving  brushes,  Thermos 
roughnecks  and  multipack,  Oral  B 
toothbrushes,  Unichem  sponges  and 
soothers,  Croydex  bath  and  shower  mats, 
Wilkinson  Sword  scissors,  Harlequin 
sponges  and  Newtons  chiropody  sponge. 
Unichem  Ltd,  Crown  House,  Morden, 
Surrey.  ■ 

Another  appointment 
for  Pharmagen 

Pharmagen  have  announced  details  of 
another  appointment,  as  distributor  to 
Health  Care  of  Hereford  for  health  care 
unprocessed  bran  and  no.  5  bran  & 
wheatgerm.  Pharmagen  Ltd,  West  Lane, 
Runcorn,  Cheshire  WA72PE.  ■ 


Improvements  to 
Peaudouce  range 

Peaudouce  are  currently  relaunching 
Babyslips  with  improvements  in 
absorbency,  comfort  and  fit. 

New  packaging  has  been  developed  to 
meet  both  consumer  needs  and  trade 
requirements.  The  brand  now  offers  three 
sizes  of  both  plastic  handipacks  for  light 
users  and  large  ecomomy  boxes  for  heavy 
users.  The  three  colour  coded  sizes  — 
newborn,  medium  and  maxi  —  cover  the 
complete  age/weight  range  of  babies. 

Market  research,  the  company  says, 
confirms  that  a  lot  of  mothers  who  buy  a 
pack  of  nappies  go  specifically  to  the  shop 
to  make  this  purchase  and  like  to  get  as 
much  change  out  of  £2  as  possible. 

At  present,  only  18  per  cent  of  nappy 
changes  in  the  UK  are  disposable  against 
98  per  cent  in  France  where  Peaudouce 
hold  market  leadership.  In  trade  terms, 
says  the  company,  this  means  that  the 
disposable  market  —  now  worth  £50m  at 
retail  —  has  the  potential  to  grow  to 
£330m  in  the  next  three  years. 

Peaudouce  will  support  the  relaunch 
with  a  national  television  campaign 
breaking  at  the  end  of  April,  along  with 
radio,  consumer  and  specialist  magazine 
support.  The  company  will  also  continue 
its  sampling  programme  and  couponing 
activity.  Peaudouce  (UK)  Ltd,  827  High 
Street,  London  N12.  ■ 

ON  TV 
NEXT  WEEK 
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M&B  enter  'phase  two'  with 
two  more  relaunches 


May  &  Baker  are  entering  "phase  two"  of 
their  development  in  chemist-only  self- 
medication  products  with  the  relaunch  of 
Avomine  and  Anthical.  Avomine  is  said 
already  to  have  over  10  per  cent  of  the 
self-medication  travel  sickness  market, 
while  Anthical  will  be  developed  as  a 
medical  treatment  for  sunburn. 

"Phase  one"  of  the  plan  involved 
relaunches  for  Anthisan,  Brulidine  and 
Brolene  creams  last  year,  and  according  to 
James  Keir,  group  product  manager, 
Anthisan  has  increased  its  share  of  the 
bites  and  stings,  topical  anti-pruritic 
market  from  30  per  cent  to  nearly  60  per 
cent;  volume  sales  of  the  three  products 
have  increased  by  over  50  per  cent,  he 
says.  "The  three  together  now  show 
(according  to  Nielsen)  that  we  are  the 
number  one  medicated  cream 
manufacturer  in  the  UK." 

Advertising  for  Avomine  and  Anthical 
will  be  developed  within  the  overall  theme 
of  "May  &  Baker,  a  trusted  name  in  home 
and  prescription  medicines."  The  total 
budget  for  womens'  Press  and  radio  will 
be  £320,000,  of  which  the  two  relaunched 
products  will  receive  about  one-third.  The 
merchandising  budget  is  over  £100,000  for 
the  five  products  and  will  include  a  "more 
appropriate"  counter  unit,  available  from 
this  month. 

Advertising  breaks  in  May.  The 


Summer  seasonal  products,  Anthisan, 
Anthical,  Avomine  and  Brolene,  will  be 
supported  until  September  with  the 
campaign  peaking  in  June  and  July.  The 
target  audience  is  the  ABC1  housewife  of 
whom  70  per  cent  will  have  1 1 
opportunities-to-see.  The  radio  campaign 
in  respect  of  bites  and  stings  (Anthisan) 
will  cover  all  main  conurbations  serviced 
by  IBA  stations  —  and  May  &  Baker  have 
negotiated  a  deal  in  which  spots  will  be 
broadcast  only  when  the  weather  forecast 
anticipates  no  rain  and  a  specific 
minimum  temperature. 

In  addition  to  advertising,  May  & 
Baker  have  employed  corporate 
development  public  relations  specialists  to 


increase  the  frequency  of  editorial 
coverage  in  specialist,  national  and  local 
journals.  A  new  six-page  consumer 
booklet  will  be  available  for  dispensing 
from  the  counter  unit;  it  will  contain 
guidance  on  dealing  with  cuts  and  burns, 
travel  sickness,  sunburn,  bites  and  stings, 
and  eye  problems. 

James  Keir  says  May  &  Baker  will  be 
aiming  to  expand  the  back-up  the 
company  gives  to  the  pharmacists:  "We 
have  more  resources  to  hand  this  year.  .  . 
we  must  aim  for  a  four  to  eight  week  cycle 

Commitment  to 
chemist-only 

May  &  Baker  Ltd  have  this  week 
issued  the  following  policy 
statement:-  "May  &  Baker  have  a 
unique  range  of  counter  prescribed 
'self-medication'  products.  Clearly, 
the  area  of  highest  value  in  the 
distribution  of  this  range  is  the 
general  practice  pharmacy. 

"As  a  matter  of  policy  May  & 
Baker  will  restrict  the  distribution  of 
all  of  these,  and  future  products,  to 
general  practice  pharmacies.  To  this 
end  we  will  support  pharmacists  via 
increased  representative  service, 
improved  product  packaging,  regular 
information  bulletins  and  consistent 
consumer  advertising  for  our 
increasing  range  of  self-medication 
counter  prescribed  products. 

"May  &  Baker  will  also  be 
supporting  the  NPA  in  its  future 
projects  aimed  at  encouraging  the 
consumer  to  seek  advice  from  the 
pharmacist  and  also  helping 
assistants  via  the  NPA  training 
programme.  We  cannot  emphasise 
too  greatly  the  importance  which  we 
place  upon  the  general  practice 
pharmacy  within  our  business  of 
distributing  quality  medicines  to  the 
public." 


of  calls  on  the  pharmacist;  we  must  look 
at  his  needs  and  help  him  if  he  is  not 
selling  as  fast  as  we  want  him  to;  also  to 
help  him  sell  out  by  putting  stock  in  the 
right  place  and  putting  up 
merchandising. ' '  May  &  Baker  also  hope 
to  assist  the  pharmacist  with  staff 
training. 

James  Keir  concludes:  'The 
pharmacist  is  in  a  very  difficult  position  in 
this  country  in  that  he  isn't  supported 
either  institutionally  or  by  most 
manufacturers  and  May  &  Baker  is  not 
entirely  blameless  —  so  I'll  be  increasing 
that  service  and  persuading  the  company 
by  success  to  increase  the  investment  in 
that  service."  May  &  Baker  Ltd, 
Dagenham,  Essex  RM10  7XS.  ■ 


Buf  push 


Buf  acne  lotion  is  currently  being 
advertised  until  the  end  of  June  in  the 
teenage  and  women's  Press.  The 
advertisement  is  in  the  form  of  a  series  of 
three  cartoon  strips.  A  bonus  offer  of  14 
for  12  is  currently  available.  Richards  and 
Appleby  Ltd,  Gerrard  Place,  East 
Gillibrands,  Skelmersdale,  Lanes.  ■ 

Winpharm  patient 
advice  leaflets 

Winpharm  have  produced  advice  leaflets 
on  coughs  and  influenza  with  tear-off 
information  sheets  for  pharmacists  to  give 
to  their  patients. 

"When  a  cough  is  the  problem  .  .  ." 
advises  patients  of  the  two  main  types  of 
cough  and  how  to  deal  with  each,  and 
"When  influenza  strikes  ..."  gives  the 
symptoms  of  influenza  and  a  list  of  simple 
instructions  to  be  followed.  Pads  of  the 
leaflets  are  free  and  may  be  obtained  from 
Winpharm  representatives  or  sales  office 
at  Sterling-  Winthrop  House,  Surbiton- 
upon-Thames,  Surrey  KT6  4PH.  ■ 
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Don't  catch 


Stock  up  with  Fisons  hay  fever  products. 

Some  day  soon,  ifs  going  to  be  hot  The  pollen  count  will 
rise.  And  continue  rising.  A  lot  of  Britain's  five  million  hay  fever 
sufferers  will  be  seeking  help  from  their  doctors. 

There  will  be  an  epidemic  of  prescriptions  for  Fisons  hay 
fever  products.  Rynacrom  and  Lomusol  for  nasal  symptoms. 
Opticrom  for  the  eyes.  Intal  for  pollen  asthma. 

If  you  stock  up  now,  you'll  be  well  prepared  for  the 
high  level  of  prescriptions  throughout  die  June -July 
high  pollen  season.  You'll  also  benefit  from  Fisons 
extended  credit  scheme. 

Talk  to  your  Fisons  representative.  Or  fill 
in  this  coupon.  It  could  prevent  you  catching 
a  cold  during  the  high  pollen  season. 

And  it  could  help  you  make  a  little 
hay  fever  profit  while  the  sun  shines. 
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COUNTERPOINTS 


Equalia  to  have 
a  more  cosmetic 
approach 

Three  Equalia  parcels  are  available  from 
Vichy  supplied  in  merchandiser  or 
gondola  formats.  Show  cards  and  display 
material  are  available  for  use  in  a  window 
display  competition,  first  prize  being  £200 
worth  of  Marks  &  Spencer  vouchers  with 
runner-up  prizes  of  £50  vouchers. 

Equalia  was  recently  launched  in  a 
half-size  variant  (C&D  February  27,  p347) 
(£1 .95)  and  will  be  supported  by  an 
advertising  campaign  stressing  the 
cosmetic  rather  than  scientific  aspects  of 
the  product.  The  campaign  runs  from 
April  through  to  November  in 
Cosmopolitan,  Good  Housekeeping, 
Harpers  &  Queen,  Options,  Vogue, 
Woman 's  Journal  and  Company. 

Each  advertisement  now  carries  the 
Vichy  promise  which  explains  that 
because  the  products  are  scientifically 
developed  and  systematically  tested  by 
methods  close  to  those  of  (he 


Promotions  for  Equalia  now  take  a  more 
cosmetic  approach 

pharmaceutical  industry,  they  are  only 
available  through  chemists. 

Vichy  claim  Equalia  achieved  a  32  per 
cent  volume  increase  in  1980-81  and  now 
accounts  for  25  per  cent  of  Vichy  sales. 
Vichy  (UK)  Ltd,  Ashevi/le  Trading  Estate, 
Abingdon,  Oxon  OX  1 4  IT  J.  ■ 


Revlon  —  on  the  nail 


A  shining-shield  instant  nail  hardener 
(£3.45)  and  a  gentle  sponge-off  nail 
enamel  remover  (£2.95)  have  been  added 
to  the  Revlon  manicure  range. 

The  instant  nail  hardener,  coming  in  a 
spray  form,  is  for  the  woman  who  does 
not  have  time  to  apply  coats  of  liquid  nail 
hardener.  It  forms  a  protein  fortified 
protective  coat  that  hardens  and  shines 
nails.  In  between  manicures,  it  can  be  re- 
applied to  renew  the  lustre  of  the 
manicure. 

Revlon's  other  "time  saver"  is  a  gentle 
sponge-off  nail  enamel  remover  which 
eliminates  the  need  for  cotton  wool.  A 
sponge  saturated  with  an  acetone-free 
enamel  remover  is  sealed  inside  a  jar.  The 
user  can  dip  each  nail  into  a  slit  in  the 
sponge,  or  rub  the  nail  over  the  top  of  the 
sponge.  These  new  products,  available 
from  May,  are  accompanied  by  a  new 
Revlon  manicure  booklet,  a  free 
informative  guide  containing  tips  on  the 
products.  Revlon  International 
Corporation,  86  Brook  Street,  London 
Wl.  u 


Colodrul 

cream  or  lotion  ^/ 


Caladryl  for  sunburn 

a  most  worthwhile  recommendation 

Caladryl  is  a  product  you  can  recommend  with  confidence  for  the 
pain  and  irritation  of  sunburn.  Caladry  I's  unique  formulation  ensures 
soothing  relief  and  is  available  as  both  lotion  and  cream. 
An  effective  treatment  for  your  customers  and  a  profitable 
professional  product  for  the  Pharmacy. 

PARKE-DAVIS 

part  of  the  Warner-Lambert  Group. 

good  products  for  you  and  your  customers 


Active  Ingredients: 

Calamine  USP 

Diphenhydramine  Hydrochloride  BP 
Camphor  BP 

'Trade  mark  R81058 


Product  Licence  Holder 

Parke-Davis  and  Company, 
UskRoad.Ponlypool.Gwenl  NP4  OYH 
Further  information  and  data  sheets 
are  available  on  request 
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Tn  MaTV»Vi  (VaHTACE  J  WAS 

behind  a  lot  of  interesting 

news  stories. 


March  was  quite  a  hectic 
month  for  news  stories 
both  good  and  bad,  but  one  f 
message  came  over  loud 
and  clear  in  three  national 
newspapers .  .  . 


.  Right  onprice, 
right  onyour  doorstep 


V&lue  for  the  family 

HhlTf  mil  SIT  l'/iur.liH-.-il  V  \V  I  \t  .1.  v....r 


STARTING  IN  APRIL  WE'LL  BE  SUPPORTING  YOU  EVEN  MORE 

Whatever  the  news  in  April,  May  and  June,  we'll  still  be  promoting  exactly  the  same 
message  to  consumers  throughout  the  U.  K.  The  only  difference  is  we'll  be  spreading  our 
message  even  further  in  five  national  papers  instead  of  three.  Giving  Vantage  chemists 
everywhere  the  opportunity  to  enjoy  maximum  sales  throughout  the  potentially  profitable 
spring  season.  So  make  sure  you  use  your  Vantage  P.  0.  S.  material  to  its  best  advantage. 


rAf1TACE 

CHEMIST" 


Vestric 


'  If  you  require  further  information  on  Vestric  or  our 

I Vantage  scheme,  please  complete  the  coupon  and  return 
to  the  Marketing  Manager. 

I  Name  


The  Marketing  Manager, 
Vestric  Limited. 
West  Lane,  Runcorn, 
Cheshire,  WA7  2PE. 


Addres 


L 


elephone. 


"Virol  is  good  fo 
a  Chemist,  too!' 


The  profit  margins  are  generous,  to  say 
the  least. 

And  your  wholesaler  has  found  a  way  to 
make  Virol  even  more  agreeable. 

To  empty  those  jars  even  faster,  our  recipe 
booklet  "Good  Food  for  a  Healthy  Start"  gives 
tasty  ways  to  introduce  Virol  s  goodness  to 
food  and  drink. 

Virol  is  being  advertised  to  Mothers  and  to 
Health  Visitors,  too. 

In  magazines.  On  radios. 


New  eye-catching  packaging  ensures  that 
Virol  will  be  seen. 

Faster,  in  fact,  by  those  in  search  of  it. 

And  more  easily,  by  those  fresh  to 
its  benefits. 

Andy  Imms  at  Optrex  has  the  full 
Virol  story. 

His  number  is  Basingstoke  (0256)  57272. 

A  profitable  call. 

Virol  Malt  and  Malt  Rusks 


COUNTERPOINTS 


Thermos  additions 


Following  the  launch  of  Roughneck  snack 
jars  (C&D  January  9,  p44)  Thermos  have 
added  a  further  three  products  to  their 
range  and  improved  the  lunch  kit.  They 
include  an  Alaskan  cooler  jug  in  two  sizes 
-  4  litres  and  8  litres  (£5.95  and  £7.95). 
They  are  available  in  marigold  blue  and 
wedgewood  blue  and  are  intended  to  cater 
for  camping  and  self-catering  holidays. 

Following  the  trend  towards  packed 
lunches  the  Thermos  lunch  kit  has  been 
improved  coming  with  a  chunkier 


From  the  first  tiny  tastes  through  to  family  meals 

milupa  Infant  Foods 

Almost  half  the  range  is  gluten  free  Qsf) 


Milupa  Infant  Foods  are  known 
and  trusted  by  inillions  of  mothers 
everywhere. 

Almost  half  the  range  is  gluten 
free  Q0-  delicious  balanced 
nourishment  for  babies  and  just  right 
for  those  first  tiny  tastes  of  solids. 

The  gluten  free  varieties  are 
part  of  the  whole  Milupa  range  of 
breakfasts,  rusks,  dinner-time 
savouries,  fruits  and  desserts  -  a 
'one-step' range  that  takes  babies 


lunchbox  to  accommodate  the  Roughneck 
snack  jar.  Of  the  characters  now  available 
there  is  a  new  addition,  Miss  Petticoat, 
and  the  Muppets  model  has  also  been 
redesigned.  A  blank  name  plate  on  the 
front  of  each  box  allows  the  lunch  kit, 
which  continues  to  retail  at  £3.95,  to  be 
personalised. 

A  cool  bag  is  now  also  available,  ideal 
the  company  says,  for  outdoor  use  and 
designed  to  have  "real  youth  appeal". 
With  a  capacity  to  hold  16  litres  the  bag 
(£4.95)  can  store  a  full  day's  supply  of 
cold  food.  Finally  there  is  a  range  of 
coffee  pots  available  in  two  finishes  — 
gleaming  chrome  (£7.90)  or  a  patterned 


from  those  first  steps  in  mixed  feeding 
right  through  to  family  meals. 

Have  you  tried  the  new  4  Seasons 
varieties?  Winter  Vegetable  Casserole, 
Spring  Vegetable  Dinner,  Summer 
Salad  Variety  and  Autumn  Fruit 
Harvest -3  delicious  dinners  and  one 
dessert.  Spring  Vegetable  Dinner  and 
Autumn  Fruit  Harvest  are  gluten 
free  ®  All  Milupa  Infant  Foods 
taste  naturally  good  with  no 
artificial  flavourings  added. 


design  (£6.90)  both  coming  with  plastic 
trim,  a  strong  moulded  handle  and  a  wide 
enough  neck  to  accommodate  a  coffee 
filter.  Thermos  Ltd,  Ongar  Road, 
Brentwood,  Essex.  ■ 


Anniversary  discount 


To  celebrate  their  150  years  in  business 
(100  years  run  by  the  Mertens  family), 
Creme  Simon  are  offering  a  5  per  cent 
extra  discount  on  all  carriage  paid  orders 
(£30)  received  prior  to  the  end  of  April. 
Wholesalers  will  be  granted  facilities  to 
pass  this  discount  on  to  their  customers. 
Creme  Simon  (distributors)  Ltd,  7 
Lauderdale  Parade,  Lauderdale  Road, 
London  W9  ILU.m 


Sionon  bars  relaunch 


Bayer  have  re-launched  Sionon  milk 
chocolate  bar  as  a  chunky  bar,  in  blue  and 
gold  wrapper. 

At  the  same  time  a  new  recipe  has  been 
introduced.  The  bar  comes  supplied  in  a 
display  outer  of  25,  and  is  being  launched 
at  a  special  introductory  retail  price  of 
£0.39.  Bayer  UK  Ltd,  Consumer  Products 
Division,  200  London  Road,  Burgess  Hill, 
West  Sussex  RH15  9TP.  ■ 


ICML- on  the  bottle! 


Independent  Chemists  Marketing  Ltd 
have  made  changes  to  their  range  of 
Nuwarm  hot  water  bottles.  The  luxury 
covered  bottle  is  now  available  coated  in 
orange,  red,  yellow  or  blue  fur  fabric. 
Deluxe  quilted  is  now  fully  covered  and 
available  in  pink  or  blue  and  the  new 
children's  bottle  is  also  covered  in  fur 
fabric,  with  a  teddy  bear  design. 

A  colour  brochure  will  be  mailed  to  all 
independent  chemists  between  April  and 
July,  and  retailer  promotions  giving  extra 
discount  for  bulk  purchases  are  also 
planned.  Independent  Chemists 
Marketing  Ltd,  51  Boreham  Road, 
Warminster,  Wiltshire  BA 12  9JU.  m 


Mr  Bill  Trueman,  MPS,  (left)  of  Thompson 
Chemists,  Tyneand  Wear,  winner  of  a 
£1,500  holiday  In  Bermuda  in  the  recent 
Dimotane  prize  draw,  receiving  his  prize 
from  John  Lawson,  MPS,  of  A.H.  Robins 
Co  Ltd  (photograph:  Gateshead  Evening 
Chronicle) 
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milupa 

The  new  generation  of  Baby  Foods 

Milupa  Limited,  Milupa  House,  Hercies  Road,  Hillingdon,  Middlesex  UB10  9NA 

Telephone  Uxbridge  59851 
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The  Money  Spinner 

Your  stock  will  turn  around  quickly  with  the  Lady  Jayne  easy-selection  merchandising  unit. 
The  Money  Spinner  is  one  of  a  range  of  attractive  and  successful  sales  display  units 

from  Lady  Jayne.  The  Brand  Leaders. 


LADY  JAYNE 

FOR  SIMPLY  BEAUTIFUL  HAIR 

Laughton  &  Sons  Ltd,  Warstock  Road,  Birmingham  B14  4RT.  Telephone:  021-474  5201. 
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SHAMPOO 

ran 
GREASY 

HAIR 
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Wfe  start  where  the  others  stop. 


Introducing  new  Batiste:  the  first  complete  range  of  haircare  products  designed  for 
women  who  suffer  from  greasy  hair  -  and  that's  a  THIRD  of  all  the  women  in  Britain! 

You  can  see  the  range  above,  as  it  will  appear  in  a  high-impact  full-colour  double  page 
advertisement,  appearing  in  top  women's  magazines  from  June  to  September. 

And  that  s  just  part  or  more  than  £300,000  worth  of  marketing  support  for  new  Batiste. 
Below- the-line  support  will  include  specially-designed  point-of-sale  material,  custom-made  to  fit  any 
size  of  store.  And  there's  an  informative  and  attractive  leaflet  which  stresses  the  benefits  of  using  the 
products  as  a  complete  hair-care  regime  -  plus  money-off  coupons,  to  promote  repeat  purchase. 

The  new  Batiste  range  offers  an  excellent  profit  package,  Schwarzkopf  ^ 

and  higher  than  average  margins . . .  and  remember,  Batiste  will 
only  be  available  from  Chemists  and  Druggists. 

So  ask  your  salesperson  for  details  of  our  special  trade 
deal -and  lots  of  Batiste!  ^  _ 

Created  by  Schwarzkopf  -  the  haircare  specialists.    v>ares  aOOUt  greasy  naif. 


^^^Schwarzkopf  ^ 

Batiste 


■  Sensodyne  announce  the  all-time  BIGGEST 
National  TV  Campaign  for  toothbrushes. 

It  starts  May  3rd. 

■  Sensodyne  Toothbrushes  volume 
brand  share  leapt  ahead  by  a 
staggering  55%  when  TV  was 
tested  in  Anglia.* 

■  Sensodyne  Toothbrushes  - 
the  fastest-growing  professional 
brand*-  is  the  most  heavily 


promoted  range  to  Dentists.  This  means  Sensodyne 
Toothbrushes  are  already  being  heavily  recom- 
mended to  your  customers. 

■  Sensodyne  Toothbrushes  are  now 
on  special  pre-TV  Bonus  Offer 
which  includes  free  stands.  Stock-up 
now.  See  your  Sensodyne  repre- 
sentative or  call  us  today  on 
Hatfield  61151. 


*lndependent  Retail  Audit. 


SENSODYNE  TOOTHBRUSHES 


HISTORY  OF  PHARMACY 

The  development  of 
Pharmacopoeias 


"Whilst  it  had  seemed  that  the  evolution 
of  a  European  Pharmacopoeia  might 
render  the  International  Pharmacopoeia 
redundant,  that  now  seems  less  likely", 
said  Sir  Frank  Hartley  at  the  fifth 
foundation  lecture  of  the  British  Society 
for  the  History  of  Pharmacy. 

The  International  Pharmacopoeia  had 
become  linked  with  a  WHO  certification 
scheme  on  the  quality  of  pharmaceutical 
products  moving  in  international 
commerce,  he  said,  and  with  its  model  list 
of  essential  drugs  it  was  likely  to  assist  the 
development  of  national  programmes 
concerned  with  the  regulatory  control  of 
drug  quality  in  pharmaceutical  supply 
systems.  Sir  Frank's  lecture,  "National 
and  International  Pharmacopoeias  — 
Whence  and  Which?"  reviewed  the 
pharmacopoeias  and  their  objectives. 

Modern  pharmacopoeias  embodied 
the  developments  in  the  physical  and 
biological  sciences.  Increasingly,  since  the 
1939-45  war,  they  had  reflected  the 
developments  of  analytical  chemistry  and 
in  quantitive  biological  methodologies 
together  with  concomitant  demands  on 
statistical  aspects  of  design  of  experiments 
and  the  evaluation  of  measurements. 

The  concept  that  a  pharmacopoeia 
provided  the  presumptive  legal  standard 
for  the  composition  of  the  materials 
described  in  it  was  relatively  modern, 
stemming  from  the  Food  and  Drugs  Acts. 

The  Medicines  Act  1968,  sections  64 
and  65,  brought  the  position  up  to  date 
for  medicinal  products  and  for  drug 
substances. 

The  principal  objective  of  the  British 
Pharmacopoeia,  as  indeed  of  other 
pharmacopoeias,  was  to  safeguard  the 
interests  of  users  and  patients  either  by 
reference  to  the  nature  or  purity  or 
composition  of  drugs  and  medicinal 
products.  But  it  was  only  with  the 
development  of  biological  and  chemical 
methods  of  testing  that  the  concepts  of 
safety  and  the  evaluation  of  efficacy  had 
been  extended. 

Subjective  methods  and  examination 
of  symptoms  formerly  had  to  be  relied 
upon  to  determine  the  usefulness  of 
medicines.  Selection  was  based  upon  the 
experience  or  opinions  of  prescribers  and 
users.  Those  who  prescribed  and  used  had 
to  rely  upon  the  integrity  of  others  to 
provide  the  assurance  concerning 
"nature,  substance  and  quality". 

The  Medical  Act  1858,  which  led  to 
the  first  British  Pharmacopoeia,  was  to 
supercede  the  different  pharmacopoeias 
used  in  England,  Scotland  and  Ireland. 


Twenty-eight  thousand  copies  were 
printed,  but  owing  to  their  imperfections 
more  than  half  had  to  be  destroyed, 
incurring  an  overall  loss  of  £1 ,206. 

The  second  British  Pharmacopoeia 
was  published  in  1867  and  40,000  copies 
were  issued:  44,628  copies  of  the  next 
edition,  BP  1885,  were  sold.  An 
addendum  was  published  in  1890 
containing  some  34  articles  selected  by  the 
Pharmacopoeia  Committee  of  the 
General  Council  of  Medical  Education 
and  Registration  of  the  United  Kingdom. 

The  1885  British  Pharmacopoeia 
appeared  to  be  the  first  for  which  a  clear 
policy  had  been  enunciated  to  determine 
which  new  medicines  and  compounds 
should  be  included.  Earlier 
pharmacopoeias  had  included  whatever 
their  compilers  thought  fit  and  it  was  not 
clear  whether  this  was  based  on  an 
aggregation  of  all  suggestions  made  by  the 
Council  or  Committee  members  —  or  a 
selection  made  from  them. 

Need  for  experimentation 

In  1898  Professor  Attfield,  in  a  report  to 
the  General  Medical  Council,  emphasised 
the  need  for  experimental  work  and 
consultation  beyond  the  UK.  It  led  to  an 
Indian  and  Colonial  Addendum  to  the  BP 
1898  published  in  1900  and  embodied  in  a 
Government  of  India  edition  of  the  BP  in 
1901 .  It  sanctioned  a  number  of 
alternative  substances  and  preparations 
for  local  use,  including  liquid  extracts 
with  increased  alcohol  content  to  prevent 
fermentation  and  higher  melting  ointment 
and  suppository  bases. 

Statistical  information  derived  from 
prescriptions  assisted  the  selection  of 
drugs  for  the  1898  Pharmacopoeia.  This 
scientific  rather  than  authoritarian 
approach  was  continued  after  the  turn  of 
the  century  and  led  to  the  encouragement 
of  criticism  and  its  assessment,  as  well  as 
to  experimental  work  and  the  evaluation 
of  its  relevance.  Studies  of  the  solubilities 
of  chemical  substances,  of  the 
methodologies  for  testing  for  arsenic  and 
lead  in  medicinal  substances  and 
preparations,  and  of  ointment  bases 
under  different  climatic  conditions,  were 
examples  of  the  work  by  experts  that  were 
encouraged  by  the  GMC  Pharmacopoeia 
Committee  after  the  publication  of  the  BP 
1898. 

They  led  to  the  developments 

Continued  on  p613 


IT 

CHEERS 

THE 
CHESTIES 


Benylin 
Expectorant 

specially  formulated  forthe  chesty  cough 
with  congestion,  and  the  most  effective 
recommendation  you  can  make. 
Established,  well-accepted  by  your 
customers  and  an  important  profit-winner 
for  you.  A  product  that  really  earns  your 
recommendation. 

PARKE-DAVIS 

part  of  the  Warner-Lambert  Group 

good  products  for  you 
and  your  customers. 


Active  Ingredients:  Diphenhydramine  Hydrochloride  B  P 
Ammonium  Chloride  Ph. Eur;  Sodium  Citrate  Ph.Eur;  Menthol  B  P 
Product  Licence:  0018/5090 
Parke  Davis  8.  Co  .  Pontypool,GwentNP4  0YH 

Further  information  and  data  sheet  available  on  request. 

•Trade  mark  R82156 


Chemist  &  Druggist  3  April  1982 


611 


When  they  ask 

for  a  home 
pregnancy  test 

give  them 


Predictor. 


Women  rely  on  your  advice  on  which  pregnancy  test  to 
buy.  Predictor  is  the  one  you  should  recommend. 

Its  the  simple,  sure,  one  step  home  pregnancy  test  that 
works  on  the  same  principle  as  a  hospitals  or  doctors  test. 

And  Predictor  has  the  same  accuracy.This  was  conclu- 
sively proved  with  recent  placement  tests  in  Glasgow. 

342  women  who  thought  they  might  be  pregnant  visited 
their  doctor  with  a  urine  specimen. 

Half  was  tested  at  a  hospital  lab.The  other  half  was 
returned  to  them  with  a  Predictor  test. 

There  was  over  98%  accuracy  in  both  tests. 

And,  accuracy  apart,  this  research  showed  that  in  a  real 
life  situation  women  could  cope  with  the  Predictor  test  easily, 
getting  a  correct  result  without  needing  to  double  check. 

More  women  will  be  asking  for  Predictor  by  name  after 
they've  seen  our  strong  advertising  campaign  in  monthly 
magazines. 

So  remember  our  name  yourself.  Predictor. 


Home  pregnancy  test 


I 


Predictor.  No  other 
pregnancy  test  is  more  accurate. 
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BP  1914;  growth  of 
organic  chemistry 

incorporated  in  the  1914  edition  produced 
under  the  joint  authorship  of  Professor 
Tirard,  professor  of  medicine,  Kings 
College,  London,  and  Professor  H.  G. 
Greenish  of  the  Pharmaceutical  Society's 
School  of  Pharmacy.  That  BP  1914 
demonstrated  the  growth  of  organic 
chemistry  and  manufacturing  processes  by 
the  inclusion  of  aspirin,  veronal,  heroin, 
resorcin,  phenolphthalein,  picric  acid  etc. 


Other  expertise 


It  had  become  evident  there  was  a  need  to 
accord  a  proper  status,  in  relation  to  the 
Pharmacopoeia,  to  those  authorities, 
external  to  the  GMC,  which  had  provided 
the  technical  expertise  and  would  be 
needed  to  continue  to  do  so.  That  led  to 
the  GMC  appointing  a  special  commission 
to  be  responsible  for  the  British 
Pharmacopoeia.  The  first  Commission, 
appointed  in  November,  1928,  published 
the  BP  1932  ushering  in  a  new  era  in  the 
application  of  analytical  methods  to  the 
concept  of  quality  control  of  medicinal 
substances,  and  the  concept  of  safety  of 
injectable  preparations,  by  defining 
sterilisation  conditions  and  testing  for 
sterility.  But  the  BP  1932  still  only 
included  monographs  for  a  selection  of 
drugs  then  used  in  medicine. 

The  British  Pharmaceutical  Codex, 
first  produced  by  the  Pharmaceutical 
Society  in  1907  and  revised  in  1911  and 
1923  to  provide  a  "book  of  reference,  for 
those  engaged  in  prescribing  and 
dispensing  medicines",  met  that  need  in 
its  1934  edition.  It  continued  to  include 
standards  and  formulations  omitted  from 
successive  editions  of  the  British 
Pharmacopoeia  in  its  1949,  1954,  1959, 
1964,  1968  and  1973  editions. 

Seven  addenda  were  issued  to  the  BP 
1932,  six  of  them  during  the  1939-war,  the 
seventh  becoming  official  from  February 
1,1945. 

After  1948  revised  editions  followed  at 
five-yearly  intervals  —  1953,  1958,  1963, 
1968  and  1973  with  addenda  in  the 
intervals  between  editions. 

The  1978  edition  was  the  first  to  be 
published  by  Her  Majesty's  Stationery 
Office.  It  became  its  best  seller.  Addenda 
were  published  in  1975,  1977  and  1978  and 
the  first  British  Pharmacopoeia 
(Veterinary)  in  1977. 

The  most  important  innovation  in  the 
BP  1980  was  the  inclusion  of  monographs 
from  the  European  Pharmacopoeia,  of 
which  there  were  now  about  350  in  force. 
The  Medicines  Act  1968  specifies  that  a 
monograph  in  the  European 
Pharmacopoeia  takes  precedence  over  a 
monograph  for  a  particular  product  in  the 
British  Pharmacopoeia. 

"Why  then  still  have  a  British 
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Pharmacopoeia?"  asked  Sir  Frank.  "The 
answer  is  that,  unfortunately,  despite  our 
hopes  at  the  time  of  drafting  the 
Convention  in  1964  and  again  at  the  time 
of  enactment  of  the  Medicines  Act,  1968, 
the  European  Pharmacopoeia,  even  after 
17  years  growth,  is  still  no  more  than  an 
embryo".  The  350  monographs  of  the  EP 
compared  with  2,000  in  the  BP  1980. 
"And  there  is  no  commitment,  nor  does 
there  seem  likely  to  be  in  the  foreseeable 
future,  to  include  monographs  in  the  EP 
for  specific  preparations". 

The  meeting  was  opened  by  the 
president  BSHP  (Mr  Arthur  Wright)  who 
in  introducing  Sir  Frank  Hartley  said  he 
was  a  unique  pharmacist  in  that  not  only 
had  he  been  awarded  the  Knighthood  and 
the  CBE,  but  he  was  also  an  Honorary 
Fellow  of  the  Royal  College  of  Surgeons 
and  also  an  Honorary  Fellow  of  the  Royal 
College  of  Physicians.  After  the  meeting 
members  and  guests  enjoyed  the 
hospitality  provided  by  E.  R.  Squibb  & 
Sons  Ltd. 

The  president  also  announced  that 
following  the  Spring  conference  weekend 
at  Warwick  University,  April  2-4,  there 
would  be  a  joint  meeting  of  the  BSHP  and 
the  Pharmaceutical  Society  on  June  17  at 
the  Science  Museum,  London,  where, 
with  the  helpful  co-operation  of  Dame 
Margaret  Weston,  the  Museum's  director, 
Dr  Brian  Bracegirdle  will  talk  on  the 
Wellcome  Museum  of  the  History  of 
Medicine.  Members  would  then  be  invited 
to  tour  the  new  galleries.  ■ 


Vaccine  unit  opens 


A  £750,000  production  unit  for  tick-borne 
encephalitis  vaccine  was  opened  recently 
at  the  Centre  for  Applied  Microbiology 
and  Research,  Porton  Down,  Wilts,  by  Dr 
Michael  Whitehead,  director  of  the  Public 
Health  Laboratory  Service.  The  vaccine  is 
needed  to  protect  people  who  live,  work 
or  seek  recreation  in  areas  where  there  are 
large  numbers  of  ticks  which  can  transmit 
a  viral  disease  sometimes  causing  severe 
brain  damage.  World  Health 
Organisation  scientists  have  recently  said 
that  they  are  concerned  about  the  spread 
of  the  disease  westwards  across  Europe. 
So  far,  it  has  not  reached  Britain,  but  is  a 
severe  problem  in  Austria,  which  is 
heavily  forested. 

The  vaccine  production  technology 
has  been  jointly  developed  over  the  past 
10  years  by  scientists  at  Porton  and  by 
Immuno  AG  in  Vienna;  an  associated 
British  company,  Immuno  Ltd,  has 
financed  the  construction  of  the  new  unit. 
The  building  contract  was  awarded  to  a 
UK  company,  Clean  Room  Construction 
Ltd.  Production  began  January.  ■ 


IT 

COMFORTS 
THE 
KIDDIES 


Benylin 
Paediatric 

specially  formulated  to  treat  coughs  in 
children  up  to  12  years,  with  a  pleasant  and 
very  acceptable  raspberry  flavour. 
Most  parents  know  how  well  Benylin 
Paediatric  does  its  job,  and  when  you 
recommend  it  you'll  be  giving  them  a  good 
night's  rest  as  well  as  the  child. 

PARKE-DAVIS 

part  of  the  Warner-Lambert  Group 

good  products  for  you 
and  your  customers. 

Active  Ingredients:  Diphenhydramine  Hydrochloride  B  P 
Sodium  Citrate  Ph  Eur;  Menthol  B  P  Product  Licence:  0018/0067 
Parke-Davis  &  Co.,  Pontypool.  Gwent  NP4  0YH. 

Further  information  and  data  sheet  available  on  request 

•Trade  mark  R82156 
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COMPANY  HISTORY 


The  150th  anniversary  of  The 
one  in  the  white  jar'  

Creme  Simon  is  variously  described  by  the  public  when 
ordering  as:  "The  one  in  a  ridiculous  jar  without  a 
screw  cap,"  or  "the  greasy  one,"  or  "the  one  used  with 
water  and  "la  glycerine." 


About  1 50  years  ago  Monsieur  Antoine 
Simon,  a  chemist  in  Lyons,  was  asked  to 
make  up  a  preparation  for  the  ladies  of 
the  city  who  washed  their  clothes  in  the 
rivers  —  not  unnaturally  their  hands 
became  very  rough  and  sore.  "Creme 
Simon"  was  produced  and  the  recipients 
were  loud  in  their  praise  of  its  outstanding 
qualities. 

In  due  course  production  was  on  a 
commercial  scale  instead  of  by  small  lots 
in  the  laboratory.  The  original  Creme 
Simon  was  one  of  the  first,  or  possibly  the 
actual  first,  beauty  cream  to  be 
manufactured  on  a  commerical  scale.  Its 
fame  spread  around  the  world  and 


factories  were  opened  in  a  number  of 
countries  by  the  turn  of  the  century.  It 
was  used  by  the  ladies  of  King  Edward 
VII's  Court  —  indeed  they  used  to  put  the 
contents  of  a  large  size  jar  in  their  baths 
—  and  it  is  used  by  Royalty  to  this  day. 


China  pot  package  — 

By  1 850  Creme  Simon  was  packed  in  its 
own  individual  china  pot.  The  high 
glycerine  content  of  the  cream  meant  a 
quality  seal  had  to  be  used.  Goldbeaters 
skin  was  stretched  over  the  orifice  and 
sealed  with  wax.  This  kind  of  seal 


CASH  IN  ON 
HEAVYWEIGHT  TV 
ADVERTISING  SUPPORT  FOR 

<22^  AirPillo  Insoles 

^REGIONAL  TV 
ADVERTISING 
during  1981 increased 
consumer  offtake  by  25%. 

*1982  TV  ADVERTISING 
running  throughout  April 
will  cover  80%  of  all  adults 
at  least  5  times. 

DON'T  MISS  OUT- MAKE  SURE  YOU 
CASH-IN  BY  STOCKING 
UP  NOW  WITH 

Air-Pillo  Insoles 
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remained  in  use  up  to  about  1920  when  it 
changed  to  a  wadded  tin  seal.  Later,  this 
was  changed  to  aluminum  and  is  still  in 
use  today. 

The  carton  design  is  virtually 
unaltered.  Tubes  were  introduced  around 
the  turn  of  the  century  as  a  "sensational 
innovation!"  —  a  variety  of  cards 
advertised  this  fact.  Like  many 
manufacturers  then  samples,  cards, 
postcards,  music  and  little  mirrors  were 
given  away  as  inducements  and  free 
advertising. 

In  the  early  thirties  production  was 
started  in  England  together  with  Creme 
Simon  MAT  and  Poudre  Simon  (in  nine 
shades  and  three  perfumes).  Creme  Simon 
(London)  Ltd  was  formed  and  many  visits 
to  and  from  John  Bell,  Hills  &  Lucas  in 
Lower  Sydenham  were  made  to  build  a 
factory  on  land  adjoining  the  John  Bell 
works.  This  had  just  started  when  war  was 
declared  and  the  money  for  the  factory 
claimed  by  the  French  Government. 

Gently  by  Bentley 

Throughout  the  war  a  vintage  Bentley 
(bought  in  1934)  transported  supplies 
from  John  Bell,  Hills  &  Lucas  to  65 
Holborn  Viaduct,  the  original  offices. 
When  we  were  bombed  out  manufacture 
was  moved  to  the  Red  House  in  Ruislip  — 
chemists  "en  route"  between  Lower 
Sydenham  and  Ruislip  were  luckier  than 
some  in  obtaining  supplies. 

1946  saw  a  move  to  Bedford  Street 
into  premises  that  were  originally  a  pub 
with  the  old  bar  counter  acting  as  a 
"super"  packing  table. 

Some  deliveries  were  still  done  by  the 
Bentley  into  the  1970's  but  due  to 
increasing  costs  she  had  become  mainly  a 
week-end  car  and  more  economical 
vehicles  were  used. 

In  1968  a  pre- 1920  jar  of  Creme  Simon 
was  opened.  After  a  short  stir  it  was 


found  to  be  in  perfect  condition  and 
consistant  with  current  production.  As  it 
is  an  absolutely  pure  cream  it  can  even  be 
eaten  without  ill  effect,  say  the  company. 

The  multi-purpose  original 

Many  new  products  have  been  added  to 
the  range  but  the  original  product  stands 
apart  remaining  a  warm  favourite  with 
those  who  realise  its  outstanding  qualities. 
Many  customers  write  into  the  company 
stating  they  have  used  it  for  over  fifty 
years.  It  is  used  as  a  powder  base, 
handcream,  nightcream  and  moisture 
foundation.  It  has  also  been 
recommended  by  a  Harley  Street  specialist 
for  skin  problems,  is  excellent  for  barbers 
rash  and  an  ideal  alternative  for  those  who 
are  allergic  to  lanolin,  cinnamaldehyde  or 
cinnamyl  alcohol  used  in  many 
preparations.  The  makers  say  it  has  also 
proved  effective  against  chapping, 
sunburn,  windburn  and  even  on  corns  and 
bunions  (according  to  letters  received). 

Creme  Simon  should  always  be  used 
on  a  wet  skin,  either  specifically 
moistened  or  left  damp  after  washing, 
because  it  acts  better  and  goes  further. 

Creme  Simon  is  a  family  firm,  now 
run  by  managing  director  Mr  CP. 
Mertens,  who  succeeded  to  the  position 
on  the  death  of  his  father.  Mr  Mertens  has 
been  involved  in  the  firm  for  20  years  and 
his  father  was  managing  director  before 
him  for  many  years. 

Creme  Simon  was  originally  imported 
by  F.H.  Mertens  agents  for  various 
products  later  known  as  F.H.  Mertens  & 
Son,  then  Creme  Simon,  Creme  Simon 
(London)  Ltd,  and  finally  as  Creme 
Simon  (Distributors)  Ltd. 

The  company  moved  from  Bedford 
Street  in  1971  and  is  confidently  facing  the 
next  150  years  from  its  premises  at  7 
Lauderdale  Parade,  Lauderdale  Road, 
London  W9  1LA.  ■ 
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TACKLES 

THE 
TICKLES 


Benylin 

r 

Benylin' 
Fortified  Linctus 

specially  formulated  for  the  dry,  tickly 
cough. The  proven  antitussive  Benadryl" 
(diphenhydramine  hydrochloride)  is 
fortified  by  another  proven  cough 
suppressant,  dextromethorphan 
hydrobromide.  It's  one  of  the  most 
effective  treatments  for  dry  irritating 
coughs,  and  a  rewarding  recommendation 
for  the  pharmacy  as  well. 

PARKE-DAVIS 

part  of  the  Warner-Lambert  Group 

good  products  for  you 
and  your  customers. 

Active  Ingredients:  Diphenhydramine  Hydrochloride  B  P 
Dextromethorphan  Hydrobromide  B  P;  Sodium  Citrate  Ph. Eur; 
Menthol  B  P  Product  Licence:  0018/0111 
Parke-Davis  &  Co  ,  Pontypool.  Gwent  NP4  0YH. 

Further  information  and  data  sheet  available  on  request 

'Trade  mark  R82156 
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Wellcome 


:ED  SUDAFED  SUDAFED 

R  ELIXIR  ELIXIR 

TING  QUICK  ACTING  QUICK  ACTING 

5TANT  DECONGESTANT  DECONGESTANT 


SUDAFED 

TABLETS 

QUICK  ACTING 
DECONGESTANT 


SUDAFED 

TABLETS 

QUICK  ACTING 
DECONGESTANT 


INDICATIONS:  Symptomatic 
relief  of  nasal  and  sinus  congestion. 
DOSAGE:  To  be  taken  three  times 
daily. 

Adults  and  children  over  12  years: 
one  tablet  or  10ml  elixir 
Children  6-12  years:  7.5ml  elixir 
Children  1-6  years:  5ml  elixir 
Infants  3-12  months:  2.5ml  elixir 


CONTRA  INDICATIONS,  WARNINGS  ETC.  Contra-indicated 
in  patients  intolerant  to  pseudoephedrine;  and  in  patients 
taking  monoamine  oxidase  inhibitors  or  within  two  weeks  of 
stopping  such  treatment.  Although  pseudoephedrine  has 
virtually  no  pressor  effect  in  normotensive  patients,  SUDAFED 
should  be  used  with  caution  in  patients  with  cardio-vascular 
disorders.  Caution  should  be  exercised  in  patients  taking  other 
sympathomimetic  agents  or  in  cases  of  severe  hepatic  or 
renal  dysfunction. 


PRESENTATION:  SUDAFED  Tablets  each  contain  60mg 
Pseudoephedrine  Hydrochloride  BP.  SUDAFED  Elixir  contains 
30mg  Pseudoephedrine  Hydrochloride  BP  in  each  5ml. 
TRADE  PRICE:  SUDAFED  Tablets  (PL3/5061)    £0.54  for  12: 
SUDAFED  Elixir  (PL3/5062)  £0.68  for  100ml 


Further  information  is  available  on  request. 


616 


Chemist  &  Druggist  3  April  1982 


A  DECONGESTANT... 

more  effective  than  a  spray 

A  DECONGESTANT... 

more  accurate  than  a  spray 

A  DECONGESTANT... 

more  reliable  than  a  spray 


When  your  customers  need  relief  from  the 
miseries  of  nasal  congestion,  they  may  often 
resort  to  nasal  sprays,  drops  or  inhalants. 
But  now  there's  a  new  OTC  alternative  - 
SUDAFED. 

You  can  counterprescribe  SUDAFED  Tablets 
or  Elixir  with  confidence.  Why? 

Proven  Effectiveness 

SUDAFED's  formulation  is  simple  -  its  only  active 
ingredient  is  pseudoephedrine.  But  its  effectiveness  is 
beyond  doubt  -  that's  why  its  prescription  sales  have 
risen  50%  in  the  last  year.  SUDAFED  is  convenient 
too.  It  has  a  simple  3  times  daily  dosage,  takes  effect 
within  30  minutes  and  provides  sustained  relief  -  for 
up  to  six  hours. 


More  Reliable 


Greater  Accuracy 


Topical  preparations,  by  their  very  nature,  have  a 
limited  penetration  into  the  upper  respiratory  tract. 
However,  SUDAFED's  systemic  action  ensures 
decongestant  activity  right  where  it's  needed  -  the 
engorged  tissues  and  blood  vessels  beyond  external 
reach. 

As  an  oral  decongestant,  SUDAFED  also  offers  more 
accurate  dosage  control  than  do  topical  preparations. 


SUDAFED  provides  a  more  reliable  answer  to 
congestion.  Pseudoephedrine  has  very  few  side-effects, 
and  there  is  no  antihistamine  to  produce  possible 
drowsiness. 

SUDAFED  also  avoids  the  problems  of  rebound 
congestion  and  irritation  of  sensitive  nasal  mucosa, 
often  associated  with  topical  treatments,  and  which 
tend  to  cause  further  discomfort  rather  than  bring  relief . 


Simple  Sense 


Does  it  make  sense  to  introduce  another  OTC 
decongestant?  Perhaps  not,  but  then  SUDAFED  is 
not  just  another  OTC  decongestant. 
Besides  the  benefits  we've  already  indicated: 
SUDAFED  features  the  Wellcome  name  and 
distinctive  unicorn,  already  displayed  on  a  whole  range 
of  successful  OTC  medicines  with  over  a  decade  of 
progress  behind  them. 

SUDAFED  offers  the  security  of  a  pharmacy-only 
product  -  and  the  benefits  of  Wellcome  support  and 
attractive  bonus  terms. 

And  of  course  the  SUDAFED  packs  are  simply 
convenient  to  counterprescribe. 


SUDAFED  -  Elixir  100ml  and  12-Tablet  packs  -  two  new  OTC  presentations  designed 

for  the  needs  of  the  retail  pharmacist. 

SUDAFED*  -  simple  but  effective 


Pseudoephedrine  Hydrochloride  BP 

"Trade  Mark 
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Wellcome  Consumer  Division,  The  Wellcome  Foundation  Ltd.,  Crewe,  Cheshire.  Wellcome 
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Some  chemises  regard 
film  developing  and  printing  as  a 
plain  nuisance. 

A  necessary  convenience 
offer  their  customers,  usually  creating 
excessive  administration  and  tying  up  staff 
when  they  could  be  doing  something 
more  useful. 

(And  often  more  profitable.) 

Thankfully,  rfone  of  the 
chemists  we  deal  with  feel  that  way. 

They've  found  that  with  a 
the  benefits  we  have  to  give, 
developing  and  printing  can  change 
rapidly  from  a  time-wasting 
headache  to  a  money-making 
part  of  their  business. 

Here's  how.  And  why 

NATIONAL  COVERAGE 
PERSONAL  SERVICE 


We'll  process 

your  films 
And  develop 
your  business 

L — '  On  a  number  of  orrasion*;  — ^ 


Prior  to  this  year  we  were  two  successful  companies 
both  with  a  large  share  of  the  film  processing  market. 

In  January  1982  we  merged  to  become  Colourcare/ 
Photo  Service;  with  a  network  of  nineteen  laboratories  and 
depots  throughout  Britain,  we  now 
represent  one  of  the  largest  operations 
serving  the  retail  trade  in  the  United  Kingdom. 

But  national  coverage  doesn't 
mean  that  we're  only  concerned  with 
the  big  guys. 

We  give  the  independent  chemist 
the  personal  attention  he  deserves.  Our 
team  of  experienced  representatives 
concern  themselves  fully  with  helping 
you  in  every  way  possible,  from 
technical  advice  to  planning 
local  promotions. 


At  your  area  laboratory 
too,  you'll  be  assigned  your 
own  customer  service 
officer,  keeping  you  up  to 
date  on  all  aspects  of 
your  account. 

AWARD  WINNING 
STANDARDS 

We've  always 
believed  that  quality  is 
the  most  important  part  of 
our  service. 
So  we  spend  a  lot  of  money 
making  sure  that  our  laboratory  equip- 
ment is  of  the  advanced  level 
required  to  process  films  to  our 
exacting  standards. 

(We  won't  bore  you  with 
technical  details.  But,  for  example, 
we  are  already  geared  up  to  process 
disc  film  when  it  becomes  available 
later  this  year.)  — 


On  a  number  of  occasions 
Kodak  have  presented  their 
Quality  Awards  to  several 
laboratories  within  our  group.' 

Naturally,  all  our 
enprints  are  made  on  Kodak 
paper  (as  well  as  our 
enlargements). 

PROMOTIONAL 


PROSPECTS  LOOK 
BRIGHT 


Chester  1973.  Ormskirk  1979.  Chester  1980. 
Downton  [981.  to  name  but  a  few. 


Promotions  play  an  important  part  of  our  service 

back-up. 

We  provide  you  with  plenty  of  promotional  material 
such  as  hanging  signs,  counter  displays,  door  signs,  plus  a  host 
of  other  attention-getting  point-of-sale  items. 

Throughout  the  year  we'll  give  out  generous  prizes  in 
consumer  competitions  designed  to  give  maximum  returns  and 
exposure  to  your  individual  shop. 

(Last  year  alone  we  gave  away  a  brand  new  MG 
Midget  in  one  of  the  most  successful  photographic 
competitions  we've  ever  organized.  We  carried  out  radio 
campaigns  in  various  areas  and  ran  promotions  ranging  from 
free  holidays  to  free  re-prints.  Needless  to  say,  our  dealers 
were  singing,  their  tills  were  ringing.) 

GET  THE  FULL  PICTURE 

There's  a  whole  lot  more  we  could  tell  you  about. 
Like,  for  instance,  our  staff  training  schemes  (offered 
at  no  charge)  which  will  teach  your  staff  how  to  handle 
customers  confidently  and  cost-effectively. 

Or  we  could  talk  at  length  about  our  impressive 
dealer  pricing  arrangements  and  discounts  which  you're  bound 
to  find  interesting. 

But  why  not  get  the  full  picture  for  yourself. 
Call  our  Sales  Director  Keith  Harris  on  0725  20385, 
and  see  just  how  our  developing  business  could  develop  yours, 

to°  NAPCOLOUR, 


Colourcare 



Film  developing  and  printing 

United  Photographic  Laboratories  Ltd  Long  Close  Downton  Salisbury  Wilts 
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Photography  - 
'out  of  focus'? 


are  chemists 


Total  expenditure  on  photography  in  1981  was 
estimated  to  be  in  excess  of  £500m  with  some  putting  the 
figure  as  high  as  £550m,  however,  it  is  a  sad  fact  that  in 
general  the  independent  chemist  has  continued  to  lose 
market  share.  The  key  factor  is  undoubtedly  the  lack  of 
display  of  photographic  goods. 


Very  often  the  pharmacy  fascia  displays 
the  words  "Photographic  Chemist"  and 
there  may  be  the  familiar  window  pelmet 
bearing  the  name  of  one  or  other  of  the 
well  known  brands  of  film,  along  with  the 
Kodak  sign  displayed  high  up  on  the 
premises.  Here  the  references  to  the  fact 
film  and  other  photographic  products  are 
available  ends. 

Ian  Crimp,  Vestric's  photo  products 
manager  says,  "On  entering  many 
pharmacies  you  often  have  to  hunt  along 
the  shelves  to  find  a  display  of  films  let 
alone  cameras.  All  too  often  they  are 
tucked  away  out  of  sight  on  shelves 
behind  the  cash-point  out  of  sight  is  out  of 
mind  and  as  a  result  literally  hundreds  of 
impulse  sales  are  lost." 


Display  through  the  year 

In  order  to  retain  film  sales  and  the 
resultant  D  &  P  the  pharmacist  must  be 
seen  to  be  in  the  business  of  selling 
photography.  This  means  that  in  addition 
to  film,  a  selection  of  inexpensive  popular 
cameras  must  be  on  visible  display 
throughout  the  year  and  not  just  in  the 
Spring  and  at  Christmas.  Cameras  such  as 
the  Kodak  110  models,  Polaroid  instant 
cameras  and  Agfa  35mm  compacts  and 
their  'lower'  end  1 10's.  These  are  the 
products  which  are  heavily  advertised  and 
sell,  says  Mr  Crimp.  "Don't  be  tempted 
by  the  lesser  known  brands  which 
although  apparently  offering  fantastic 
features  at  ridiculously  low  prices  will 
probably  end  up  as  'shelf  warmers' 
because  the  average  consumer  has  never 
even  heard  of  the  manufacturer." 

To  compete  on  price  Mr  Crimp 
suggests  chemists  adjust  their  profit 
margins  by  taking  a  more  realistic  on-cost 
figure  and  sticking  to  "bread  and  butter" 
business  for  the  snapshooter.  "Remember 
that  around  75  per  cent  of  all  cameras  sold 
each  year  have  a  price  ticket  of  under  £40 
and  that  is  where  efforts  should  be 
concentrated." 

Mr  Crimp  says  the  photographic 
market  has  continued  to  show  substantial 
growth  over  the  last  decade  as  a  result  of 


lower  prices  for  D  &  P.  "In  spite  of 
economic  difficulties  this  trend  will 
continue. 

"The  reasons  for  this  optimistic 
forecast  are  many,  but  perhaps  the  most 
obvious  is  that  in  real  terms  picture  taking 
is  cheaper  now  than  it  was  10  years  ago. 
Add  to  this  the  fact  that  the  average 
annual  usage  of  film  per  camera  owner  is 
less  than  three  units  per  head  and  you  can 
see  there  is  ample  scope  for  further 
growth. 

"Consumers  are  becoming  aware  that 
pictures  can  just  as  easily  be  taken  on  dull 
days  or  indoors  as  they  can  in  summer. 
Faster  films  and  built-in  flash  have 
helped,  in  addition  near  fool-proof 
cameras  are  now  available  so  even  the 
rank  amateur  can  get  acceptable  results 
whatever  the  situation." 
Vestric  believe  their  stock  range  of 
photographic  products  is  "second  to 
none"  with  regular  competitively  priced 
promotional  offers  on  films  and 
equipment  —  all  designed  with 
independent  pharmacy  in  mind. 

A  standard  assorted  film  discount 
offer  is  now  available  12  months  of  the 
year,  and  this  offer  covers  the  top  30 
selling  films  regardless  of  brand.  In 


4  Kodak  and  Varta 


POS  material 


addition  there  are  three  major  Kodak 
promotions  each  year  offering  discounts 
on  both  cameras  and  film.  Also  each 
month  select  five  fast  sellers  promoted  at 
special  prices. 

Mr  Crimp  says  that  for  the  pharmacist 
to  get  back  into  the  business  of  selling 
photography  profitably,  he  should  work 
out  how  much  space  he  devotes  to 
photographic  goods  and  services.  Then 
work  out  the  total  turnover  and  profit  per 
square  foot  of  the  space  occupied  by  these 
goods  compared  with  other  merchandise. 
"The  result  may  well  surprise  you!"H 


mm 

'  ■  ■ 


The  new  Polaroid  600  Sun  system  will  be 
launched  on  TV  in  Spring  by  film-star 
James  Garner.  The  600  system  uses  a 
unique  high  speed  film,  together  with 
'light  managing'  electronics  to  combine 
ambient  light  with  the  cameras '  own  short 
duration  electronic  flash  ight,  to  give 
professionally  lit  pictures  in  every 
photographic  situation. 
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C&D  camera  test:  sneak 
preview  of  a  disc 


Kodak  4000  Disc  Camera.  Manufactured 
by  The  Eastman  Kodak  Company  in 
Rochester,  NY.  USA,  and  to  be 
distributed  in  the  UK  by  Kodak  Limited, 
PO  Box  66,  Kodak  House,  Station  Road, 
Hemel  Hempstead  HP1  1JU,  Herts. 
Descriptions  and  pictures  of  new 
equipment  generally  make  interesting 
reading,  but  actually  handling  and  testing 
the  product  has  a  special  fascination  of  its 
own.  The  new  range  of  Kodak  "Disc" 
cameras  (C&D,  February  13,  p259)  is  a 
case  in  point. 

The  promotional  promises  are  valid. 
The  cameras  are  slim  and  compact  with  an 
elegant  appearance  that  should  commend 
them  to  the  prospective  purchaser.  The 
model  which  we  were  able  to  test  was  the 
"4000",  midway  in  the  price  range.  The 
fact  that  these  new  cameras  are  unlikely  to 
be  available  until  later  in  the  year  is  a  little 
tantalising! 


pressure  from  both  thumbs.  At  the  same 
time,  the  top  lever  clicks  down  again  into 
its  recess. 

But,  it  is  actually  doing  these  simple 
things  that  makes  one  realise  just  how 
much  thought  and  care  has  gone  into  the 
design  of  this  new  concept  in  camera 
production  and  film  technology. 

No  concessions  were  made  in  the 
standard  method  of  camera  and  film  tests 
adopted  by  C&D.  Conventional  exposures 
were  made,  using  the  built-in  flash 
indoors  and  general  and  close-up  views 
outdoors.  Bearing  in  mind  the  size  of  the 
picture  image  —  8  x  10mm  (about  the 
same  size  as  individual  frames  on  16mm 
motion-picture  film)  —  the  enlargements 
from  these  miniature  negatives  are  quite 
incredible,  even  by  modern  standards. 

Fine  detail  is  rendered  equally  well  at  a 
distance,  or  as  near  as  4ft  from  the 
camera.  As  examples,  the  thin  cross-bars 


Using  the  camera  is  really  simplicity 
itself  and  the  instruction  book  has  the 
absolute  minimum  of  directions  to 
confuse  the  newcomer  to  personal  picture- 
making.  You  cannot  see  through  the 
viewfinder  until  you  slide  back  the  lens- 
cover  and  you  can  only  put  in  the  disc  of 
film  one  way  round.  And  that,  to  begin 
taking  pictures,  is  that.  The  top  lever 
opens  the  camera  back  and,  when  the  disc- 
has  been  inserted,  it  is  closed  with  gentle 


of  a  television  aerial  a  hundred  feet  from 
the  camera  can  be  seen,  as  well  as  fine 
twigs  of  a  bare  tree  at  about  the  same 
distance.  Closer  to  the  camera,  the  texture 
of  old  bricks  in  a  wall  was  particularly 
good.  There  can  be  little  doubt  now  about 
the  claims  made  for  "near  perfect" 
quality  of  the  new  short  focal-length  lens 
design. 

The  presentation  of  the  camera  kit  is 
attractive;  a  two-part  heavy  card  carton 


»     I     I....  J  M    i  t 

C&D  test  pictures.  Above:  note 
definition  of  television  aerials  from 
100ft.  Below:  'the  wall' 
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with  moulded  plastic  inserts  to  hold  the 
camera  in  a  central  position  to  minimise 
damage  from  any  external  crushing. 
Included  in  the  pack  is  a  wrist-sling  and 
two  discs  of  film,  together  with  the 
instruction  booklet  already  mentioned. 
The  outer  design,  in  colour  on  a  black 
background,  is  bold  and  eye-catching:  the 
contents  are  identified  on  the  front  face 
and  the  two  ends. 

Kodak  4000  disc  camera 

Origin:  E-K  Company,  Rochester,  NY, 
USA. 

Distributor:  Kodak  Ltd,  PO  Box  66, 
Station  Road,  Hemel  Hempstead, 
Herts  HP1  1JU. 

Lens:  Fixed-focus,  four-element,  all- 
glass,  with  maximum  aperture  of  /2.8, 
12.5mm  focal-length. 
Shutter:  Electronically-controlled, 
speeds  of  l/100th  and  l/200th  second. 
Features:  Utter  simplicity  —  "no  user 
decisions  are  needed  at  all". 
Accessories:  Snake-chain  wrist-sling. 
Flash:  Built-in  and  automatically 
controlled  for  use  when  required. 
Power:  6  volt  lithium  battery  sealed  in 
camera,  for  an  estimated  2,000 
exposures,  ie  about  130  discs  of  film. 
Possible  5-year  life. 
Dimensions  4%  X  3Vs  x  lin 
(118  x  78  x  25mm). 
Weight:  6oz(170g). 
SRP  and  availability:  To  be 
announced. 
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Stock  the  new  Hal  i  na  cameras, 
andyou  can  take  it  easy. 


HalinaMW35S 


Halina  Autoflash  35 


HalinaMicro35 


Halina  BB/X2 


Halina  RBMT/E 


designed  to  make  picture-taking  irresistably  easy. 

Prices  are  keener  than  ever,  starting  from  as 
little  as  £5  -  good  news  for  your  customers.  And 
mark-ups  are  exceptionally  generous  too  -good 
news  for  you. 

And  this  year  we've  introduced  a  special 
no-quibble  exchange  warranty.  If  your  customers 
have  any  problems  with  a  Halina  camera  within  a 
year  of  purchase,  we'll  replace  it  straight  away. 

The  whole  range  is  backed  by  a  £400,000 
advertising  campaign  in  the  national  and  specialist 
press  -  yet  another  reason  for  you  to  stock  up,  sit 


Halina  110's  and  35's  have  never  been  so  easy 
to  sell. 

The  new,  extended  range  has  some  of  the  most  back  and  watch  the  new  Halina's  sell  themselves, 
advanced  features  available  on  the  market.  Built-in       To  find  out  more  about  the  superb  range  of 
motor-drive,  light-sensor  controlled  flash,  Halina  cameras  contact  Ken  Smith  at  the  address 

automatic  exposure  and  automatic  loading.  All       below.  Then  take  it  easy. 

Halina.Take  it  easy 

J  J  SilbCr  Ltd.  Sole  Distributors,  Engineers  Way,  Wembley,  Middx.  HA9  0EB.  Tel:  01-903  3081. 
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The  significance 
of  colour 

by  Stanley  W.  Bowler 


As  far  as  the  general  public  is  concerned  black-and- 
white  photography  is  virtually  dead  and  colour  is 
predominant  everywhere. 


Therefore,  it  would  seem,  now  is  the  time 
to  learn  more  about  the  subject  of  colour 
and  to  be  able  to  discuss  its  advantages 
and  its  handling  with  your  customers. 

In  some  cases  black-and-white 
processing,  for  instance,  costs  more  than 
colour,  so  that  this  price  factor  may  also 
be  an  incentive  to  change  over  from  one 
kind  of  film  to  the  other.  As  a  further 
pointer,  the  new  "disc"  camera  uses  a 
colour  film  of  high  quality  and  there  is  no 
indication  that  Kodak  intends  to  provide  a 
b&w  stock  for  it.  The  bulk  of  colour  sales 
are  now  in  the  print-film  range,  although 
colour-slide  films  still  cling  to  their  share 
of  a  smaller  market. 

As  we  have  pointed  out  before,  the 
pharmacist  usually  enjoys  a  great  measure 
of  trust  and  his  or  her  advice  is  sought  on 
many  occasions.  Why  not  turn  this  to 
advantage  when  it  comes  to  picture- 
making? 

The  back-up  service  provided  by 
sensitive-material  manufacturers  is 
generally  excellent  and  information, 
including  technical  data,  readily  available. 
There  is  thus  no  excuse  for  not  priming 
oneself  with  background  material  on  the 
subject. 

Practice  makes .  .  . 

But  why  not  take  the  matter  a  stage 
further  —  a  practical  stage?  A  small 
proportion  of  customers  may  be  intrigued 


about,  and  then  gently  urged  towards 
making  their  own  colour  prints.  This  is  a 
logical  extension,  in  the  first  place,  to 
accepting  standard  commercially- 
processed  prints.  By  today's  spending 
standards  equipment  and  materials  are 
not  inordinately  expensive,  while  the 
personal  satisfaction  in  having  achieved  a 
result  is  an  added  bonus. 

In  the  past,  setting  up  a  darkroom 
meant  the  purchase  of  several  different 
items.  Now  it  is  possible  to  buy  darkroom 
kits  complete,  as  well  as  kits  of  chemicals 
for  different  colour  processes  —  both  are 
usually  supplied  with  explanatory 
material.  Simplification  is  the  order  of  the 
day  with  clearly  identified  step-by-step 
operations.  This  is  a  logical  development 
of  the  similar  simplification  in  camera 
using  so  that  it  is  not  necessary  for  the 
person  who  wants  to  take  pictures  to 
know  very  much  about  "photography". 
Much  of  the  earlier  mystique  has  now 
been  eliminated  —  to  everyone's 
advantage. 

A  typical  example  of  a  relatively  low- 
cost  colour  enlarger  is  the  Paterson.  It  will 
also  handle  b&w  negatives,  though,  and 
costs  about  £75  complete  with  lens  and  so 
on.  It  is  designed  primarily  for  35mm  and 
will  make  enlargements  up  to  8  x  10  in  on 
the  baseboard  —  this  size  is  usually 
sufficient  for  most  people  —  but,  by 

Paterson  colour 
darkroom  outfit 


The  Jobo  CPE  2  colour  processor 
swivelling  the  head  of  the  enlarger,  prints 
up  to  16  x  20  in  may  be  made. 

Three  sets  of  colour-control  filters  are 
provided  in  sliding  trays:  two  of  these  sets 
are  used  for  printing  from  colour-print 
(negative)  film  and  the  third  set  in 
conjunction  with  colour-slide  film 
(reversal). 

Although  this  enlarger  is  manually- 
focused  and  does  not  have  an  automatic 
feature,  it  is  simple  and  compact  and  there 
are  no  loose  filters  and  so  on  to  get  lost.  It 
even  includes  the  conventional  red  filter 
for  b&w  work.  Its  simplicity  should 
commend  itself  to  the  user  venturing  into 
the  home-processing  field  for  the  first 
time. 

Taking  the  matter  a  stage  further,  this 
particular  enlarger  is  also  available  as  a 
complete  darkroom  outfit,  including 
processing  tanks,  thermometer,  measures 
and  so  forth.  Its  cost,  a  little  over  £100, 
depends  upon  the  contents,  but  is 
sufficient  to  make  a  good  start.  Probably 
the  most  important  aspect  of  such  an 
outfit  is  the  fact  that  everything  is 
provided  and  no  more  shopping  around  is 
needed  to  start  work. 

Packs  of  chemicals  for  processing 
either  films  or  papers  are  similarly 
available  (usually  in  concentrated  liquid 
form  to  avoid  having  to  weigh  up  and 
compound  such  solutions)  so  that  only  the 
minimum  of  effort  is  needed  —  coupled 


The  developing  and  printing  market  is  expand- 
ing. At  Colorama,  the  fastest  growing  lab- 
oratory in  the  UK,  we  are  aiming  to  meet  this 
increasing  demand  for  a  reliable  quality 
service  by  extending  our  dealer  network. 

-W~  f  your  business  is  in  London,  the  Home  Counties 
I  or  the  Midlands  and  you  would  like  to  know 
I  more  about  these  exciting  plans  for  1982  —  and 
how  we  can  help  you  —  please  'phone  David 
Runyard  on  01-261  1082  or  write  to  him  at  Colorama 
Ltd,  44  Lancaster  Street,  London  SE1  0RP. 
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with  a  modicum  of  care  in  following  the  ample  instructions.  The 
accent  is  again  on  simplicity  to  help  the  user  and  give  greater 
confidence  and  encouragement  to  him  or  her  in  the  darkroom. 

'  Jobo'  lot  includes  seminar 

Another  interesting  complete  colour  outfit  is  that  supplied 
under  the  Jobo  trade-mark,  consisting  of  the  CPE2  colour 
processor,  the  C6600  enlarger  with  Varioformat  easel  and  B 
exposure  timer,  a  4312  film  tank  and  a  4541  paper  drum.  The 
suppliers  state  that  about  £40  is  saved  by  buying  the  complete 
kit.  The  purchase  of  it  entitles  the  new  owner  to  attend  a  one- 
day  seminar  of  instruction  in  colour  film  —  and  paper- 
processing. 

Once  again,  the  supplier  provides  help  in  popularising  home 
darkroom  work  and  the  successful  achievement  of  good  results. 
This  is  very  typical  of  the  overall  support  provided  always  in  the 
photographic  field. 

.  .  .  and  Ektaflex  from  Kodak 

Kodak's  pre-occupation  with  the  colour  market  is  well  known; 
the  company's  share  of  it  has  been  variously  estimated  at  85  to 
90  per  cent.  One  of  the  latest  developments  is  the  Ektaflex 
colour-print  maker  and  associated  products  due  for  the  market 
in  the  spring  and  summer  (C&D,  January  23,  pl28).  The  making 
of  enlargements  has  been  reduced  to  the  simplest  terms  —  only 
one  liquid  is  involved  and  that  is  supplied  ready  for  use  as  an 
activator. 

The  system  is  based  on  the  same  principles  as  those  used  in 
the  Kodak  "instant"  colour  film,  the  final  print  or  enlargement 
being  obtained  by  the  "peel-apart"  technique. 

There  are  only  four  steps  in  the  process: 

i)  In  the  light  of  the  darkroom,  a  sheet  of  Ektaflex  PCT 
paper  is  placed  on  the  print-maker. 

ii)  With  lights  out,  an  exposure  is  made  on  to  Ektaflex  PCT 
Negative  film.  It  is  then  inserted  into  the  activator  solution  and 
soaked  for  about  20  seconds. 

iii)  The  sheets  of  film  and  paper  are  then  laminated  together 
(the  handle  is  at  the  right-hand  end  of  the  unit). 

iv)  In  the  light,  some  six  to  fifteen  minutes  later  (depending 
on  the  room  temperature)  the  sheets  can  be  peeled  apart. 

There  is  no  need  to  wash  the  resulting  colour  print,  which 
dries  in  about  2  to  3  minutes.  The  unit  is  expected  to  cost  about 
£80. 

Another  printing  material  for  colour  enlargements  which 
may  be  mentioned  is  Cibachrome.  This  is  used  for  making  direct 
prints  from  colour-slides  and,  from  those  of  good  quality,  the 
results  are  excellent. 

From  even  this  very  brief  survey  of  just  a  few  items  of 
equipment  and  accessories  it  should  be  obvious  that  much  of  the 
hassle  and  the  uncertainty  of  home  darkroom  work  has  been 
eliminated  and  that  the  prospective  user's  needs  have  been 
carefully  considered.  Without  undue  exaggeration  it  could  fairly 
be  said  that  colour  enlargement  making  is  now  as  easy,  or 
perhaps  even  easier,  than  making  one  in  b&w.  ■ 

References 

Cibachrome  —  Ilford  Ltd,  14-22  Tottenham  Street,  London 
W1P0AH. 

Jobo  —  Introphoto  Ltd,  Priors  Way,  Maidenhead,  Berks  SL6 
2HP. 

Kodak  Ltd,  PO  Box  66,  Kodak  House,  Station  Road,  Hemel 
Hempstead,  Herts  HP1  1JU. 

Paterson  Products  Ltd,  2-6  Boswell  Court,  London  WC1N 
3PS. 
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Sangers  Photographies  can  help  any  chemist  with  a 
fair-sized  photographic  turnover  to  build  that  turnover  to 
really  worthwhile  proportions  and  greatly  increased  profits! 

As  Britain's  leading  photographic  wholesaler  offering 
a  specialist  service  in  this  ever-popular  and  growing  market, 
Sangers  Photographies  offer  really  competitive  pricing 
across  a  vast  range  of  merchandise. 

And  the  big  advantage  of  dealing  with  Sangers 
Photographies  is  that  they  are  the  experts  when  it  comes  to 
photography. 

Listed  below  you'll  find  out  what  makes  Sangers 
Photographies  so  popular  with  so  many  photographic  outlets 
-shouldn't  you  join  them? 

If  you'd  like  the  opportunity  to  do  so,  then  fill  in  the 
coupon  and  we'll  take  it  from  there. 

Sangers  Photographies  Operating  Strengths 

*  National  delivery  service. 

*  Custom-built  warehouse/distribution  facilities. 

*  Trade  price  list  updated  weekly. 

*  National  photographic  salesforce  at  your  service. 

*  Stockholding  valued  at  over  £3m  (at  RSP). 

*  Widest  range  of  photographic  products. 

*  Regular  promotional  activity. 

*~ISANGERSl~* 

Photographies 

would  like  to  know  more  about  how 
Sangers  Photographies  can  add  weight  to  my  profits. 

NAME  

COMPANY  

ADDRESS  


.POSTCODE^ 


To:  Terry  Norris,  Sales  Director,  Sangers  Photographies,  Priory  House, 
Hockley  Industrial  Estate,  Pitsford  Street,  Birmingham  B18  6LX. 
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Retail  'direct  combat' 
for  direct  mail 

'If  you  can't  beat  them,  join  them!'  —  Photoplus  offers 
process  paid  colour  prints  to  the  public  through  the 
pharmacist  on  an  'economy,  pleasure  and  convenience' 
platform 

Over  70  per  cent  of  films  processed  by 
direct  mail  are  purchased  from  retail 
outlets.  Most  direct  mail  customers  are, 
therefore,  retail  customers  first.  By  selling 
these  customers  process  paid  film  the 
processing  is  captured  at  the  time  of  film 
purchase  and  the  direct  mail  "link"  is 
effectively  broken. 

Photoplus  Laboratories  Ltd  have  been 
set  up  by  Hal  Briscoe,  a  well  known  figure 
in  the  photographic  industry,  specifically 
to  handle  a  range  of  process  paid  print 
films.  The  100  ASA  film  to  be  used  is 
already  well  proven  under  several 
"household"  brand  names,  says  Mr 
Briscoe.  Initially,  24  exposure  110,  126 
and  135  sizes  will  be  "bubble"  packed  on 
a  backcard  for  display  purposes.  Mr 
Briscoe  believes  process  paid  films  are: 
"The  new  way  to  top  quality,  low  cost 
colour  prints  and  the  ultimate  retail 
weapon  against  direct  mail." 


Hal  Brisoce  (above)  with  his  Photoplus 
process  paid  film.  His  view  of  the  D  &  P 
market  is  given  below 


How  the  concept  works 

The  24  exposure  film  is  sold  inclusive  of 
processing  at  an  rsp  of  £3.89.  The 
backcard  is  designed  to  get  the  message 
across  to  customers  without  the  need  for 
further  explanation  from  the  assistant. 

The  customer  sends  the  exposed  film 
direct  to  the  Photoplus  laboratory,  using 
the  envelope  enclosed  with  the  film,  where 
it  is  processed  —  there  is  nothing  more  to 
pay.  The  colour  prints  are  then  posted 
direct  to  the  customer's  home,  together 
with  a  letter  thanking  them  for  using  the 
Photoplus  system  and  reminding  them  to 
come  back  to  the  shop  the  film  was 
purchased  from  for  their  next  process 
paid  film. 

Hal  Briscoe  says  the  essence  of 
Photoplus  is  its  simplicity.  "It  simply 
gives  consumers  what  they  want. 

"The  economy  of  high  quality 
enprints  at  a  price  that  even  direct  mail 
cannot  overshadow.  The  opportunity  of 
purchasing  film  and  processing  from  the 
retailer  of  their  choice,  without  the  need 
for  cheques  or  money  orders,  followed  by 
the  convenience  of  having  prints  delivered 
direct  to  their  own  home." 

He  sees  the  system  as  being  simple  for 
the  retailer  too.  "It  will  be  distributed  by 
leading  wholesalers  throughout  the  UK 


1.  Price 

Direct  Mail 

Retail 

Photoplus 

✓ 

X 

✓ 

2.  Convenience 

X 

V 

✓ 

3.  Service  ■ 

X 

✓ 

✓ 

4.  Quality 

/ 

✓ 

✓ 

with  the  single  price  for  all  film  sizes 
making  a  strong  'point  of  sale'  message 
possible."  A  counter  display  stand  with 
eye-catching  headboard  is  free  with  initial 
orders  of  30  films.  A  floor  standing  unit 
comes  free  with  initial  orders  of  150  films, 
subject  to  availability. 

Hal  Briscoe  says  process  paid  film 
represents  a  great  opportunity  for  the 
retailer  to  gain  extra  business  at  a  time 
when  many  markets  are  shrinking  due  to 
the  decline  in  disposable  income.  "It  is  the 
best  weapon  yet  conceived  to  help  the 
retailer  in  the  fight  against  direct  mail 
processors. 

"Photoplus  will  not  replace 
traditional  D  &  P  retailing  but  with  a  retail 
price  of  well  under  £4  for  a  24  exposure 
film  and  processing,  it  is  bound  to  have  a 
significant  impact  on  the  industry." 

'Wholesale'  enthusiasm 

Photographic  wholesalers  are  showing  a 
marked  enthusiasm  for  process  paid  films, 
says  Mr  Briscoe.  Jonathon  Fallowfields 
consider  the  idea  has  great  merit,  as 
Sangers  Photographic.  Mr  John  Foster, 
Sangers  marketing  director,  says:  "With  a 


recommended  retail  of  only  £3.89 
Photoplus  must  be  a  winner  with  the 
consumer.  We  are  enthusiastically  behind 
the  concept,  which  gives  our  dealers  such 
a  strong  opportunity  to  hit  back  at  direct 
mail." 

The  Vestric  group  has  produced  its 
own  'Vantage'  range  of  process  paid  film 
in  conjunction  with  Photoplus 
Laboratories.  Details  were  unveiled  at  the 
recent  Vantage  Seminar  in  Rome  (C&D, 
March  27,  p595)  and  stocks  will  be 
available  at  the  same  time  as  the 
Photoplus  range  towards  the  end  of  April. 
Research  shows  that  "price"  is  now  the 
main  criterion  in  selection  of  purchasing 
outlet  and  has  enabled  direct  mail 
processors  to  gain  around  50  per  cent  of 
the  D  &  P  market.  It  is  expected  to  remain 
the  dominant  factor  for  the  next  two  years 
at  least  and  although  retailers  are  fighting 
back  with  "package"  prices  and  accepting 
lower  margins,  Mr  Briscoe  believes  direct 
mail  processors  will  respond  with  even 
lower  prices  to  "feed  their  hungry 
laboratories." 

"Photoplus  combines  the  benefits  of 
both  direct  mail  and  retail  to  give 
consumers  a  better  way  to  low  cost 
photography.  Consumers  like  the 
convenience  of  purchasing  films  from 
their  retailer,  along  with  the  other  items 
they  need,  without  having  to  send  off 
cheques  or  money  orders  —  even  though 
they  like  the  idea  of  having  prints 
delivered  direct  to  their  own  home." 

Photoplus  will  send  customers  a 
replacement  film  and  a  "technical  report" 
if  they  fail  to  take  any  reproduceable 
photographs.  However,  they  will  receive  a 
"technical  report"  only  if  they  take  from 
1-24  prints  (no  rebate).  Mr  Briscoe  says 
this  is  in  line  with  the  approach  taken  by 
many  retailers  in  offering  "package 
deals". 

"The  retailer  scores  on  service  but 
consumers  appear  to  find  no  significant 
difference  in  quality  between  retail  and 
direct  mail,  no  doubt  due  to  the  technical 
advance  made  in  cameras,  films  and 
processing.  "■ 

The  U.K.  Photographic  Market 
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\festric 
Gives  you  a  better 
service  from 


every  angle. 


From  cameras  to  films,  from  projectors 
to  screens,  from  tripods  to  gadget  bags,  from 
developing  tanks  to  chemicals,  from  printing 
paper  to  albums,  from  viewers  to  slide  boxes, 
from  cine  reels  to  lamps,  from  flashguns  to 
batteries,  from  calculators  to  binoculars, 
from  radios  to  music  centres, 
from  photo  frames  to 
transparency  holders,  from 
flashbulbs  to  flashbars,  from 
audio  to  video  cassettes,  we 
stock  almost  everything  you 
will  need  in  photographic 
and  allied  products. 


We  will  supply  any  of  these  products 
quickly  and  efficiently  with  regular  deliveries 
from  our  30  branches  throughout  the  country. 
Look  out  for  our  monthly  promotional  offers 
on  film  and  selected  lines  at  special  discounts. 
See  Vestric  National  Promotions  each  month 
for  details  or  ask  your  Vestric  representative. 

If  you  want  the  full  picture  on  the  Vestric 
photographic  service  ask  for  a  copy  of 

Photonews,  (new  edition  out  soon)  contact 
your  nearest  Vestric  branch. 


*  Vestric 

We're  always  there,we  always  care. 


Vestric  Limited,  West  Lane,  Runcorn,  Cheshire  WA7  2PE. 
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'Massive'  Kodak 
push  for  1982 


Kodak  are  supporting  their  range  of  films 
and  cameras  throughout  the  Spring  and 
Summer  with  a  promotional  package  that 
includes  national  Press  and  television 
support  for  films,  Ektra  and  Instant 
cameras.  There  are  consumer  and  trade 
offers  on  film  multi-packs,  discount  deals 
with  promotional  allowances  for  the  trade 
and  free  films  or  cash-back  offers  for  the 
consumer. 

Ektra  cameras  are  "on  TV"  from  the 
end  of  April  to  the  beginning  of  June. 
Instant  cameras  appear  in  the  first  half  of 
June  and  films  from  the  end  of  April  till 
the  end  of  July.  Three  different  discount 
options  are  available  on  £500-minimum 

Joint  logo  for  Nap 
and  Colourcare? 

The  new  photo-finishing  company  formed 
by  the  recent  merger  of  UPL's  Colourcare 
Group  and  the  Napcolour  chain  is  already 
agreeing  on  the  future  launch  of  Kodak's 
new  disc  film  later  this  year  —  Colourcare 
and  Napcolour  will  continue  to  use  their 
own  identities  for  the  moment,  but  a  new 
logo  will  be  launched  in  the  near  future. 

The  14  laboratories  and  5  depots  they 
now  operate  represent  one  of  the  largest 
networks  of  processing  houses  serving  the 
retail  trade  in  the  UK,  and  will  prove  to  be 
a  most  powerful  force  within  the  industry. 

'No  guessing'  with 
Halina  cameras 

Halina  have  introduced  a  new  range  of 
35mm  and  1 10  cameras  which 
automatically  switch  on  a  built-in 
electronic  flash  when  surrounding  light 
levels  are  inadequate.  The  sensor  flash 
system  features  a  "time  out"  device  which 
cuts  out  the  camera's  electrical  flash 
circuits  after  30  seconds,  saving  battery 
power  when  it  is  not  in  use.  The  system  is 
reactivated  by  simply  touching  the  shutter 
button. 

The  most  comprehensively  equipped 
of  the  Halina  35mm  cameras,  the  MW35 
sensor  is  the  first  automatic  motordrive 
camera  to  feature  auto  sensor  flash.  It  will 
sell  at  around  £45  and  also  features 
automatic  rewind,  automatic  film 
loading,  and  built-in  electronic  flash. 

Another  camera  from  Halina  with  the 
new  sensor  is  the  Halina  35mm  compact 
micro  (£35  srp).  Measuring  1 1 1  x  49mm 
and  weighing  245g,  the  Halina  micro 
features  a  built-in  electronic  flash,  an 


orders  of  film  delivered  before  May  14, 
with  various  discounts  and  /  or  deferred 
payments  on  offer.  Similar  deals  are  given 
on  £250  minimum  orders  of  Ektra  and 
instant  camera  outfits. 

Savings  can  be  passed  on  to  customers 
buying  multipack  films  —  £0.35  on 
twin-24sof  C110,  126  and  135,  at  least 
£1 .50  on  triple  super  8  Kodachrome  40 
(type  A)  movie  films,  a  free  20  exposure, 
400  ASA  Ektachrome  El  135  on 
purchasing  three  Kodachrome  64  Kr  135 
36s  and  a  free  pack  of  instant  film  on 
purchase  of  a  twin  pack  (on  proof  of 
purchase  of  four  packs).  A  £5  rebate  is 
given  to  customers  buying  Kodak  instant 
cameras  during  July  and  August  (direct 
from  Kodak)  if  a  voucher,  receipt  and  "If 
you  need  us"  leaflet  is  remitted. 

POS  material  to  co-ordinate  these 
offers  is  available,  rounded  off  by  cash 
backing  of  up  to  75  per  cent  for  local 

Both  companies  have  always  strongly 
supported  the  retail  trade  and  this  policy 
will  continue  unchanged. 

When  talking  about  the  importance  of 
the  new  disc,  Peter  Stockley,  director  of 
business  development  in  the  group,  was 
confident  that  their  dealers  need  have  no 
ear  for  their  future  when  it  comes  to 
handling  the  new  format. 

"We  will  be  ready  to  accept  the  films 
that  are  presented  for  processing  as  soon 
as  they  start  appearing,  "  he  said.  "Our 
Group  is  currently  preparing  its  facilities 
to  meet  the  demands  of  the  new  film 
which  is  obviously  one  of  the  most 
exciting  developments  in  photography  in 
recent  years." ■ 

automatic  spring  loaded  lens  cover  and  a 
lever  winder. 

At  the  top  of  the  1 10  auto  sensor  range 
is  the  RBMT  sensor  (£33  srp).  The  body 
on  this  model  is  retractable  (protecting  the 
telephoto  lens,  viewfinder  and  shutter 
button).  The  camera  also  includes 
automatic  motordrive,  flash,  film  loading 
and  automatic  cut  off  of  the  electrical 
circuits  when  the  body  is  retracted. 

The  Halina  MW35  autofocus  (£53  srp) 
introduces  a  unique  focussing  system 
which  ensures  picture  sharpness  in  all 
situations.  Using  an  exclusive  "beam" 
signal.  The  system  operates  from  about 
three  feet  (lm)  to  infinity  in  all  conditions 
and  with  flash  mode. 

It  has  built-in  flash,  a  bright  frame 
viewfinder,  automatic  motordrive  and 
film  rewind,  easy-load  and  a  "film  run" 
signal.  The  electronic  flash  has  a  range 
from  one  to  three  metres  on  100  ASA  and 
one  to  five  metres  on  400  ASA  film.  There 
is  a  "use  flash"  warning  light. 

Halina  1 10s  and  35s  will  be  advertised 
in  a  £155,000  national  Press  campaign 
from  April  to  October  with  the  slogan 
"Halina  take  it  easy".  Halina  are 


"approved  promotional  expenditure". 
Kodak  Ltd,  PO  Box  66,  Hemel 
Hempstead,  Herts  HP1  1SU.  ■ 


distributed  by  J.J.  SilberLtd,  Engineers 
Way,  Wembley,  Middlesex  HA  9  0EB.  ■ 


Sangers  'Photo'  Ltd 
offer  wide  range 

Sangers  Photographic  Ltd,  the  UK's 
largest  photographic  wholesaler  and 
established  for  over  100  years,  see  1982  as 
a  year  of  opportunity  with  real  growth  in 
volume  again  possible. 

Sangers  offer  a  comprehensive 
specialist  range  of  products  with  national 
delivery  service  from  the  company's  own 
vans,  Securicor  or  local  carrier  for  orders 
placed  either  by  telephone  or  through 
their  sales  force. 

Monthly  special  offers  are  detailed  on 
weekly  mailings  of  trade  information  and 
inventory  changes.  Leaflets  on  equipment 
products  are  also  available  on  request 
from  Sangers  Photographies  Ltd,  Priory 
House,  Hockley  Industrial  Estate, 
Pitsford  Street,  Birmingham  B15  6LX. 
(Telephone:  021-523  4471. )m 


'Coloured'  Konicas 


The  launch  prior  to  Christmas  by  Konica 
of  their  C35  EF-3  "coloured"  camera 
range  resulted  in  a  total  sell-out,  say  the 
company.  Fresh  stocks  are  now  available 
and  are  on  offer  to  the  trade. 

A  retail  price  around  £59.95  (including 
colour  matching  suede  case)  gives  a  22  per 
cent  margin.  Sales  show  red  and  black 
predominating,  each  with  30  per  cent 
sales,  followed  by  blue  and  gold  15  per 
cent  each,  and  white  with  10  per  cent. 
Konishiroku  Photo  Ltd  (Europe),  150 
Hampton  Road  West,  Feltham, 
Middlesex  TW13  6BU.  ■ 
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New  Agfa  110s,  film 


Agfa  are  introducing  a  new  "simple" 
range  of  1 10  pocket  cameras,  three  with 
flash,  to  complement  their  existing  range, 
and  an  Agfacolor  100  negative  film. 

The  Agfa  mini,  said  to  be  an  ideal 
starter  camera  (£7.88  trade)  and  the  easy 
(£15.99  trade),  with  built-in  flash  are  at 
the  bottom  of  the  range.  The  traveller 
(£21 .82  trade)  is  more  versatile  with  built- 
in  flash  and  designed  as  a  "rugged" 
camera.  The  top-of-the-range  star  (£30.91 
trade)  features  power-wind,  fully 
automatic  electronic  shutter  and 
detachable  flash. 

Agfa's  Moviechrome  cine  films  took  a 
major  share  of  the  market  following 
exceptionally  good  independent  test 
reports  by  the  photographic  Press.  Agfa 
are  repeating  their  Valupak  offer  of  four 
Moviechrome  40  silent  films  in  a  special 
box  complete  with  a  free  200ft  super  8 
cine  spool.  A  free  super  8  film  is  available 
to  purchasers  of  the  Agfa  F8S  automatic 
tape  splicer.  Agfa-Gevaert  Ltd,  27  Great 
West  Road,  Brentford,  Middlesex.  ■ 


Keystone  re-price 


Keystone  Cameras  have  been  marketing 
their  range  of  easy-to-use  pocket  cameras 
in  Britain  for  six  years. 

Stockists  are  well  aware  of  the 
potential  of  the  Keystone  range,  but 
recently  many  have  been  concerned  about 
the  price  factor.  To  meet  low-priced 
competition,  mainly  of  products  imported 
from  the  Far  East  Keystone  have  decided 
to  drastically  reduce  prices  of  American 
manufactured  cameras  while  maintaining 
the  quality. 

New  models  include  the  309  ES  (£0.00 
srp)  which  bleep  when  the  Sensitron  flash 
is  needed  —  and  the  310  M  motorised 
version  (£0.00  srp)  of  the  present  XR  308 
—  both  tele-photo  cameras.  Keystone  also 
market  a  budget  price  compact  35mm. 

Keystone  recently  appointed  eight 
agents  to  cover  the  country  nationwide. 
With  the  advent  of  a  new  pricing  policy, 
Keystone  consider  that  the  agents  will 
forge  a  vital  link  between  the  company 
and  stockists.  Keystone  Camera  (UK) 
Ltd,  King  Street,  Enderby,  Leicester.  ■ 


Vestric  'specials' 


Vestric  usually  offer  five  popular 
photographic  or  allied  products  each 
month,  at  special  promotional  prices, 
with  the  items  on  offer  for  two  calendar 
months. 

The  top  30  selling  films  are  featured, 
offered  at  permanent  discounts  of  5  per 
cent  off  normal  trade  on  50  assorted  films 
and  7  per  cent  off  100,  together  with 
special  promotions  from  specific 
suppliers. 

Current  offers  cover  Kodak  cameras 
and  give  up  to  16  per  cent  off  selected 
Kodak  films.  Forthcoming  promotions 


include  the  new  Agfacolor  100  negative 
film,  Polaroid  cameras  and  film,  and  a 
new  range  of  1 10  cameras  from  Agfa 
together  with  their  Optima. 

The  company's  entry  into  the  blank 
video  cassette  market  should  prove  a  rich 
source  of  extra  business  for  chemists. 
Vestric  is  stocking  Agfa  and  Scotch  video 
cassettes  in  the  VHS  E-180  and  Betamax 
L-599  formats.  Vestric  Ltd,  West  Lane, 
Runcorn,  Cheshire  WA72PE.  ■ 


Duracell  'assault' 
on  battery  market 

Batteries  are  worth  more  than  £150m  a 
year  to  UK  retailers  with  500  million  units 
of  all  types  sold,  from  ordinary  torch 
batteries  to  long  life  and  hearing  aid  cells. 

More  long  life  batteries  are  being 
bought  because  of  the  increase  in  the 
production  of  electronic  equipment  for 
personal  and  home  use,  including  micro- 
chip operated  cameras.  In  just  four  years 
their  share  of  the  market  has  risen  from  13 
to  20  per  cent.  A  good  deal  of  this  growth 
can  be  attributed  to  the  marketing  effort 
r  it  behind  the  sector  by  the  brand  leader, 

iracell,  which  spent  £1  '/2m  in  1981  on 
1  omoting  long-life  battf  'es,  of  which  it 
has  84  per  cent  of  the  maiKet. 

Chemists  have  been  losing  their  share 
of  the  "ordinary"  battery  market  by 
about  1  per  cent  per  year  overall  to 
around  1 1  per  cent,  but  hold  20  per  cent 
of  the  long-life  sector  The  Duracell  share 
of  this  market  (excluding  Boots)  is  33  per 
cent  (77  per  cent  MN1500  and  MN2400), 
reflecting  the  strong  bias  towards  the 
purchase  for  photographic  applications 
through  chemists. 

Consumers  tend  to  replace  like  with 
like  and  the  Duracell  copper  and  black  is 
fitted  at  source  by  such  names  as  Kodak 
and  Polaroid.  Advertising  expenditure  on 
Duracell  this  year  is  expected  to  exceed 
£2m,  concentrating  on  the  strong  brand 
image  or  "outstanding  long-life 
perforn  nce".B 


Nova  'magic'  from 
Paul  Daniels 

Paul  Daniels  is  to  continue  promoting 
Nova  Cameras'  low-priced  range  in  a 
campaign  that  includes  POS,  window 
banners  and  display  stands. 

For  counter  use  two  different  displays 
of  "lowest  priced  models",  are  available 
to  attract  the  "impulse  purchaser".  A 
special  floor  stand  incorporates  a  wide 
range  of  cameras  to  promote  Novacolor 
1 1  colour  film.  Both  films  and  cameras 
come  in  see-through  blister  packs.  A  full 
colour  catalogue  showing  the  complete 
range  of  cameras,  detailed  specif'cations 
and  company  services  is  available  from 
Unit  17,  Loonier  Road  Industrial  Estate, 
Chesterton,  Newcastle,  Staffs  ST5 
7QX.  ■ 


. . .  and  by  Varta 


Varta  manufacture  the  widest  range  of 
batteries  in  Europe,  including  a 
comprehensive  range  of  photographic 
batteries,  some  being  fitted  as  original 
equipment  in  many  leading  cameras,  such 
as  Agfa  and  the  Hasselblad.  Varta  say 
their  batteries  are  always  reliable  for 
photographic  purposes,  even  under  the 
most  extreme  conditions. 

Through  Sangers  Agencies,  their 
batteries  have  been  distributed  to  chemists 
for  the  last  18  months  and  are  handled  by 
the  majority  of  independent  chemists  who 
have  built  up  significant  sales  volume. 

Plans  are  in  hand  to  mount  another 
major  promotion  this  summer.  Varta 
batteries  are  distributed  by  Sangers 
Agencies  Ltd,  Unit  3,  4&5,  Tobury 
Road,  Wood  Green,  London  N22  6TR.  ■ 


. . .  and  Philips 


Pharmagen  achieved  their  annual  sales 
target  for  display  stands  of  Philips 
batteries  in  mid-January,  three  months 
after  taking  on  the  agency. 

POS  display  stands  are  supplied 
complete  with  a  balanced  stock  and  a 
versatile  battery  and  bulb  tester.  The 
batteries  have  a  unique  open  date  code 
and  an  inner  plastic  sleeve  to  inhibit  cell 
leakage.  Pharmagen,  West  Lane, 
Runcorn,  Cheshire,  WA  7 2PE.  ■ 


Fuji  poster  offer 


Fuji  film  launch  their  sponsorship  of  the 
World  Cup  soccer  series  with  a  customer 
offer  of  the  official  world  cup  souvenir 
poster  (free  when  two  films  are 
purchased).  The  22  x  33in  full  colour 
poster  shows  each  country,  every  Hag, 
and  fixture  with  illustrations  and  spaces  to 
fill  in  draws  and  scores.  Fujimex  Ltd, 
Division  of  Hanimex  (UK)  Ltd,  Faraday 
Road,  Dorcan,  Swindon,  Wilts  SN3 
5NW.  ■ 
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STATUTORY  COMMITTEE 


Pharmacist  handled 
stolen  goods 

A  Luton  pharmacist,  who  had  handled 
about  £7,000  worth  of  drugs  stolen  from  a 
wholesale  pharmaceutical  company,  was 
ordered  to  be  struck  off  the  Register  by 
the  Pharmaceutical  Society's  Statutory 
Committee  last  week.  Salimbhai  Tejani, 
of  Solway  Road,  Luton,  who  runs  three 
pharmacies  in  the  town,  has  three  months 
in  which  to  appeal  against  the  decision. 

The  Committee  decided  to  take  no 
action  against  S.S.D.  Tejani  Ltd,  of 
which  Mr  Tejani  is  the  superintendent 
pharmacist  and  principal  shareholder. 
The  chairman  said  that  the  company  did 
not  appear  to  be  directly  involved  in  the 
matter.  The  goods  were  received  by  Mr 
Tejani  personally,  and  he  never  made  a 
record  of  them  in  the  company's  books. 

The  Committee  was  inquiring  into  the 
conduct  of  Mr  Tejani,  who  was  sentenced 
at  Bedford  Crown  Court  in  May  1981  to 
18  months  imprisonment,  suspended  for 
two  years,  on  two  charges  of  handling 
stolen  pharmaceutical  goods,  valued  at 
£4,150,  and  ordered  to  pay  £1,500 


compensation.  A  similar  offence 
involving  about  £3,000  worth  of  goods 
was  taken  into  consideration. 

Detective  Constable  Michael  Oliver, 
of  Bedford  Police,  said  that  when  he  saw 
Mr  Tejani  at  his  pharmacy  in  Dunstable 
Road,  in  January  1981,  he  told  him  that  it 
appeared  that  he  had  been  sold  drugs  at 
half  price  by  an  employee  of  Sangers  Ltd. 
Mr  Tejani  admitted  receiving  the  drugs, 
but  said  that  he  understood  that  they  were 
bonuses  to  the  man  concerned.  No 
Controlled  Drugs  were  involved,  the 
police  officer  said. 

Mr  Tejani  said,  in  evidence,  that  he 
came  to  Britain  with  his  family  from 
Ugana  in  October  1972,  and  qualified  as  a 
pharmacist  after  a  three-year  course. 
Initially,  he  did  not  realise  that  there  was 
anything  wrong  when  the  employee 
offered  him  the  goods  at  half-price  —  he 
thought  that  the  man,  who  was  very 
plausible,  had  been  given  a  special 
discount  on  certain  items.  But  by  the  time 
he  realised  something  was  wrong,  he  was 
too  frightened  to  do  anything  about  it.  He 
received  the  drugs  over  a  period  of  18 
months.  "I  was  inexperienced  in  business 
at  the  time  and  anxious  to  succeed,"  Mr 
Tejani  told  the  Committee.  "I  had 
financial  problems  in  regard  to  the 


business,  and  thought  I  was  obtaining 
good  deals.  I  now  understand  the 
seriousness  of  what  happened,  and  have 
obviously  learned  a  very  hard  and 
expensive  lesson,  so  that  I  could  not  again 
be  persuaded  into  such  business 
dealings."  He  had  brought  shame  to 
himself  and  his  family,  and  put  the 
livelihood  of  his  employees  at  risk. 

Mr  Tejani  said  that  he  had  paid  the 
£1 ,500  compensation  to  Sangers  shortly 
after  the  trial.  He  was  also  now  paying  the 
company  a  monthly  amount  to  make  up 
their  loss. 


Company  disqualified 

A  West  Wickham  company  was 
disqualified  from  running  a  retail 
pharmacy  business.  It  followed  the 
Committee's  finding  that  Paul  Naraine 
the  principal  shareholder  and  a  director 
but  not  a  pharmacist,  had  dispensed 
prescriptions  at  W.  Lloyd  Davies 
pharmacy  in  Kingsway,  Coney  Hall,  on 
days  when  a  pharmacist  was  not  present. 

The  Committee  chairman,  Sir  Carl 
Aarvold,  said  that  happily  there  had  been 
no  untoward  incident  or  complaint  made, 
but  the  Committee  had  no  doubt  of  the 


A  piece  of  sticky  tape 


risks  to  the  public.  The  Committee  also 
directed  that  the  premises  should  be 
removed  from  the  Register  of  premises. 

The  company  appeared  before  the 
Committee  following  its  conviction  and 
that  of  Mr  Naraine  at  Bromley 
Magistrates  Court  last  April  when  they 
were  each  fined  £450  over  the  supply  of 
Prescription  Only  medicines  without  the 
supervision  of  a  pharmacist  in  August 
1980. 

Mr  Josselyn  Hill,  for  the  Society,  told 
the  Committee  that  Mr  Naraine  openly 
admitted  to  an  inspector  of  the  Society 
that  he  ran  the  pharmacy  and  dispensed 
prescriptions  himself  when  the  pharmacist 
was  away.  In  addition  to  the  nine  charges 
to  which  the  company  and  Mr  Naraine 
had  pleaded  guilty  at  the  magistrates 
court,  20  other  similar  offences  were 
taken  into  consideration. 

Mr  Naraine  said  that  he  started  to 
dispense  prescriptions,  rather  than  turn 
people  away,  when  he  could  not  find  a 
pharmacist  to  cover  a  Saturday  duty  in 
April  1980.  He  supposed  he  found  it  easy 
on  that  particular  Saturday  and  had 
foolishly  carried  on  on  other  Saturdays 
when  no  pharmacist  was  available.  He 
also  did  the  dispensing  while  the 
pharmacist  was  on  holiday  and  on  about 
two  Sunday  rota  days. 

Since  the  inspector's  visit  in  August 
1980  there  had  always  been  a  pharmacist 
on  duty  in  his  shop.  The  company  has 
three  months  in  which  to  appeal  against 
the  committee's  decision. 


Wife  dispensed 


A  Blackburn  pharmacist,  who  admitted 
that  his  wife  had  dispensed  some 
prescriptions  in  the  absence  of  a 
pharmacist,  was  reprimanded  by  the 
Statutory  Committee.  But  the  chairman, 
Sir  Carl  Aarvold,  warned  Mr  Eric  Collins 
that  he  had  been  in  danger  of  having  his 
name  struck  off  the  Register. 

Sir  Carl  said  that  Mr  Collins  had 
devised  a  scheme  whereby  when  a 
pharmacist  was  not  available  at  his 
Dunoon  Drive  pharmacy,  his  wife  went  in 
and  made  up  the  prescriptions,  which  he 
later  checked  before  the  medicines  were 
handed  out.  But  as  time  went  on  she 
occasionally  handed  them  out  before  they 
were  checked.  Obviously  there  was  a 
grave  danger  in  that  sort  of  scheme.  The 
Committee  thought  that  Mr  Collins  was 
unlikely  to  repeat  such  a  devious  scheme. 

The  Committee  was  inquiring  into  the 
conduct  of  Mr  Collins,  following  his 
conviction  at  Blackburn  Magistrates 
Court  in  July  1981  when  he  was  fined  a 
total  of  £200  on  two  charges  of  supplying 
medicinal  products  without  supervision  of 
a  pharmacist. 

Mr  Henry  Littler,  a  Society  inspector, 
said  that  in  November  1978  he  warned  Mr 
Collins,  who  ran  two  pharmacies  in 
Blackburn,  of  the  need  to  ensure  that  his 
Dunoon  Drive  dispensary  was  carried  on 
under  the  personal  control  of  a 
pharmacist.  In  February  1981  he  found 
two  prescriptions  had  been  dispensed  in 


the  absence  of  a  pharmacist  at  this 
pharmacy,  and  his  inquiry  disclosed  that 
the  business  had  been  carried  on  without  a 
pharmacist  in  personal  control  on 
Thursday  and  Saturday  mornings  for 
some  time. 

Mr  Collins  said,  in  evidence,  that  since 
the  offence  he  had  turned  the  Dunoon 
Drive  shop  into  a  drug  store  and  left  it  at 
that.  It  was  a  decision  he  should  have 
taken  earlier  when  he  had  difficulty  in 
getting  a  pharmacist  to  cover  on  Thrusday 
and  Saturday  mornings.  Mr  Collins  told 
the  Committee  that  his  wife  had  handed 
out  about  half  a  dozen  prescriptions  at  the 
most.  But  a  dangerous  situation  was 
developing  and  he  should  have  stopped  it. 

Pharmacist  admonished 

A  pharmacist  was  admonished  by  the 
Committee  for  a  breakdown  in  the  system 
of  supervision  of  the  sale  of  a  pharmacy- 
only  medicine  at  a  Norwich  pharmacy. 

Mr  Michael  Benton  appeared  before 
the  Committee  on  a  complaint  by  the 
Society's  Council  that  Collins  Chemists 
were  convicted  and  given  an  absolute 
discharge  at  Norwich  magistrates  court  in 
1981  for  selling  Benylin  Expectorant 
without  the  supervision  of  a  pharmacist. 

The  Committee  found  that  Mr 
Benton,  as  superintendent  pharmacist, 
had  tried  to  improve  the  supervisory 
system  at  Collins  shop  in  Gentleman's 
Walk  on  the  advice  of  a  Society  inspector 

Continued  overleaf 


\y  put  us  out  of  business 

A  piece  of  sticky  tape.  Harmless  enough  you  might  suppose,  and  under 
normal  circumstances  you'd  be  right  But  the  conditions  under  which  this 
particular  piece  of  sticky  tape  was  found,  were  to  change  everyone's  lives. 
The  morning  started  innocently  enough,  with  some  of  our  technical 
chaps  working  on  the  important  problem  of  getting  the  whole 
family  to  take  a  second  dose  of  Pripsen,  1 4  days  after  the  first 
Whilst  racking  his  brains  with  the  others,  one  of 
them  picked  up  a  pack  and  noticed  that  a  piece 
of  sticky  tape  he  had  casually  put  down  had 
become  attached  to  two  sachets. 

"Oh  look"  he  began/'these  two  are  stuck  togeth . 
The  rest  of  the  story  of  Pripsen's  new  dual  pack 

is  history,  prips^ 


fill 


Piperazine  Phosphate  BR  Standardised  Senna. 


PRIPSEN  PRESCRIBING  INFORMATION 

Presentation.  A  dual  sachet  pack  Each  individual  sachet  contains  A  g  Piperazine  Phosphate  B  P  Standardised  senna  equivalent  to  15  3  mg  total  seni 


Uses.  A  potent  anthelmintic  tor  the  eradication  ol  threadworm  and  roundworm  Dosage  and  administration  Adults  and  children  over  6  1  sachet  Children  aged  1  -6  years  ^sache 
Tl|P°0nSllJ"  ,n,dnls"3  mor,thstol  year  V3  sachet  (1  level  5ml  spoonful)  Pripsen  should  be  stirred  into  a  small  glassol  milk  or  water  and  drunk  immediately  It  is  best  taken  a 


■sides  calculated  as  sennoside  8 
Kachel 

night  by  adults  and  in  the  morning  by  children  The  lollow  up  dose  should  be  given  14  days  after  the  first  dose  (o  eliminate  remfestation  When  treating  roundworms  further  treatment! 
month  y  intervals  may  be  necessary  to  eliminate  remfestation  Contra- indications,  warnings  etc:  Pnpsen  should  not  be  used  in  patients  with  severe  bilateral  renal  dysfunction  Asdosesare 
normally  separated  by  at  least  id  days  the  rare  neurotome  sideetlecls  ol  piperazine  (transient  visual  disturbance  and  vertigo),  which  are  due  to  cumulative  blood-levels  are  unlikely 
to  occur  and  have  not  been  reported  Although  Pnpsen  has  not  been  associated  with  any  reports  of  teratogenicity,  in  common  with  most  drugs,  its  use  m  the  Iirst  trimester  of  pregnancy 
is  not  advised  Basic  N.H  S.  cost.  January  1982  52p  per  dual  sachet  pack  PL  63  500d  Westminster  Laboratories  Ltd.  Reckitt  &  Colman  Pharmaceutical  Division  Dansom  Lane  Hull 
HU8  7DS  Tel  CM82  26151  ■ 


NEWS  EXTRA 


R&D  hindered  by 
red  tape  says  survey 

The  1968  Medicines  Act  is  costing  the 
community  more  than  £30m  a  year 
according  to  a  study  by  two  York 
University  economists.  Its  requirements 
absorb  the  time  of  over  1 ,000  staff  in 
industry  and  government.  Against  this, 
the  authors  conclude  that  many  of  the 
supposed  benefits  of  the  Act  are  of 
"dubious  validity". 

The  study  also  concludes  that  the  Act 
has  possibly  resulted  in  a  delay  of  an  extra 
two  years  or  more  in  the  marketing  of  new 
medicines.  It  has  resulted  in  fewer  new 
medicines  becoming  available,  and  means 


Vestric  iabeller 


Vestric  have  announced  the  introduction 
of  a  Superwriter  script  Iabeller.  The 
Superwriter  is  a  stand-alone 
microcomputer  holding  1 50  drug  names 
which  can  be  recalled  with  a  three  letter 
code.  The  system  also  recognises  latin 
"sigs." 

The  Iabeller  can  print  up  to  500  of  the 
same  label  for  batch  printing  and  prints 
three  labels  across  to  keep  costs  down. 
Two  separate  drug  files  are  offered  with 
the  hospital  and  retail  machines,  and  to 
cater  for  local  variations  in  demand  an 
additional  25  drug  names  can  be  keyed  in. 
An  end-of-day  summary  prints  out  details 

Statutory  Committee 


Continued  from  previous  page 

but  had,  unfortunately,  not  done  so 
effectively.  Mr  Martin  Itoitt,  the 
inspector,  told  the  Committee  that  in  June 
1980  he  discussed  with  Mr  Benton  the 
question  of  supervision  at  the  shop,  in 
which  the  dispensary  was  10  to  12  feet 
away  from  the  medicines  counter  and  a 
direct  view  of  pharmacy-only  medicines 
was  not  possible  from  the  dispensary 
bench. 

He  suggested  that  a  camera,  which  was 
linked  with  a  television  monitor  in  the 
dispensary,  should  be  sited  to  give  the 
pharmacist  a  view  of  the  customer  and 
that  the  microphone,  which  was  already 
installed,  should  be  used  by  an  assistant  to 
inform  the  pharmacist  of  a  sale. 

About  a  month  later,  Mr  Ibbitt  called 
again  at  the  shop  and  was  served  with 
Benylin  by  an  assistant,  who  spoke  into 
the  microphone  but  he  saw  no  one  look 
out  of  the  dispensary  or  heard  any 
acknowledgement  of  the  sale.  Mr  Ibbitt 
said  that  he  spoke  to  the  pharmacist  on 


that  there  is  now  less  basic  research  in  the 
pharmaceutical  industry  than  there  would 
be  without  the  Act.  More  pharmaceutical 
R&D  is  now  undertaken  abroad,  and 
pharmaceutical  prices  are  higher  than  they 
would  otherwise  be. 

The  survey  calls  into  question  the 
underlying  philosophy  of  government 
regulation  in  the  field  of  the  safety  of 
medicines.  It  suggests  the  possibility  that 
the  existing  regulatory  framework  could 
be  dismantled,  "replacing  it  with 
voluntary  self-regulation"  (such  as  a 
return  to  the  arrangements  under  the 
Committee  on  Safety  of  Drugs). 

The  authors  conclude  that  "the  point 
to  be  made  is  that  the  present  regulatory 
system  has  its  deficiencies,  with  doubts 
about  its  social  desirability.  Nor  is  the 
present  system  the  only  solution:  there 
exists  a  range  of  alternatives.  In  the 
circumstances  of  mounting  criticisms  and 
genuine  doubts  about  the  value  of  the 
1968  Medicines  Act,  we  would  argue  that 
now  is  the  time  for  a  serious  re-appraisal 
of  the  UK's  regulatory  arrangements".  ■ 


of  the  number  and  type  of  prescriptions 
dispensed  during  the  day. 


The  cost  of  the  Superwriter  is  £1 ,450 
+  VAT  and  maintenance  can  be  arranged 
with  the  manufacturers.  Further  details 
from  Special  Projects  Department, 
Vestric  Ltd,  West  Lane,  Runcorn, 
Cheshire  WA72PE.  ■ 


duty,  who  was  unable  to  tell  him  what  he 
had  bought  and  he  later  suggested  to  Mr 
Benton  that  in  future  pharmacy-only  sales 
should  not  be  made  until  the  pharmacist 
had  acknowledged  the  sale. 

Mr  Benton  said  that  they  were  now 
following  exactly  what  the  inspector  had 
recommended  and,  to  the  best  of  his 
ability,  it  would  remain  so.  In  addition,  a 
monitor  for  the  camea  had  also  been 
installed  in  his  own  office.  The  pharmacist 
who  was  on  duty  on  the  day  of  the  offence 
had  explained  that  he  had  not  heard  what 
had  been  sold  because  he  was 
concentrating  on  something  else  at  the 
time. 

Mr  Murdoch  Gair,  for  Mr  Benton, 
said  that  this  particular  shop  had  an 
awkward  lay-out  but  with  the  television 
and  microphone,  providing  they  were 
working  properly  and  being  used 
properly,  proper  supervision  could  be 
provided  in  every  case.  Earlier,  Mr 
Josselyn  Hill,  for  the  Society,  had  told  the 
Committee  that  its  Council  took  the  view 
that  a  television  and  microphone  might  be 
aids  to  supervision  but  were  not 
acceptable  generally  as  supervision.  ■ 


LETTERS 


Training  groups 


The  NPA  is  currently  establishing  regional 
training  groups  to  meet  the  training  needs 
of  both  pharmacists  and  their  staff.  There 
are  three  groups  currently  active  —  in 
Leeds,  Norfolk  and  Manchester  (the  latter 
has  a  waiting  list!). 

We  are  very  keen  to  get  more  groups 
organised  and  would  be  delighted  to  hear 
from  pharmacists  who  would  be 
interested  in  helping  to  establish  groups  in 
their  area.  Once  there  are  several 
interested  participants,  then  a  steering 
committee  meets  with  myself  to  develop 
ideas  into  a  training  scheme  for  NPA 
members  in  that  locality. 

Each  group  provides  the  training  they 
feel  is  needed  in  their  area.  For  example, 
Manchester  is  running  courses  for  both 
sales  assistants  on  topics  such  as  hair  care, 
and  selling  techniques,  and  for 
pharmacists  on  "Financial  aspects  of 
running  a  business".  Leeds  organises  half- 
day  courses  for  sales  assistants,  whilst 
Norwich  has  a  six  meetings  programme 
for  pharmacists  entitled  "Profit  through 
people".  In  the  case  of  the  courses  for 
pharmacists,  these  are  held  in  the  evenings 
and  are  preceded  with  a  light  buffet.  Costs 
are  very  reasonable. 

These  local  groups  offer  pharmacists  a 
unique  opportunity  to  obtain  training  in 
their  own  locality.  If  anyone  is  even 
slightly  interested  in  the  idea,  then  please 
contact  me  —  a  group  in  your  area  could 
be  operating  soon  —  the  Norfolk  group 
was  formed  in  IVi  weeks! 
Ailsa  Benson 

Training  development  officer 
National  Pharmaceutical  Association 
Mallinson  House,  40  St  Peter's  Street, 
St  Albans,  Herts  AL1  3NP. 


No  one  is  safe 


No  retail  pharmacist  is  safe  from  the 
scourge  of  the  leapfrogger  —  he  who 
thinks  he  is  safe  is  a  fool.  Our  "Society" 
is  powerless  to  protect  us  from  this 
growing  menace  within  our  ranks.  Let  us 
get  these  people  out  of  our  ranks  and 
place  them  where  we  can  see  them  and 
deal  with  them. 

I  suggest  the  immediate  formation  of 
an  anti-leapfroggers'  group.  The  aims  of 
this  group  to  be  as  follows: 

□  To  appoint  a  three-man  leadership. 

□  To  identify  leapfroggers. 

□  To  compile  a  list  of  leapfroggers  —  this 
list  to  be  readily  available. 

□  To  deter  leapfroggers  when  their 
intentions  are  known. 

Survivors  —  please  speak  up. 
Brian  Stroh 
London  N19 
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BUSINESS  NEWS 


Record  results 
for  Unichem 

Unichem  have  announced  record  results 
for  1981,  with  distributions  to  member 
pharmacists  rising  26  per  cent  to  reach 
£14.2m. 

Turnover  for  the  year  reached 


£216. 8m,  a  29  per  cent  increase  on  last 
year's  figure  of  £168. lm.  Group  profit 
was  £16m,  18  per  cent  up  on  the  previous 
year.  Unichem  managing  director,  Peter 
Dodd,  comments  on  the  figures:  "1982 
will  be  as  competitive  as  1981  but  I  am 
confident  that  we  will  be  even  more 
successful,  our  profits  will  be  greater  and 
we  will  be  able  to  give  our  member 
pharmacists  an  even  better  service.  "■ 


New  top  men 
at  Sangers 

Sangers  Group  Ltd  announced  on 
Tuesday  that  Mr  G.H.J.  Robinson  has 
resigned  from  the  board  and  his  place  as 
chairman  has  been  taken  by  Mr  John 
Briggs,  board  member  of  Blagden 
Industry  pic,  Bunzl  pic,  Norcross  pic, 
Williams  &  James  pic,  United  Ceramic 
Distributors  pic  and  British  Rail 
(Western).  Mr  G.T.  Whyte  has  been 
appointed  to  the  board  as  a  non-executive 
director.  Mr  Bryan  Flynn,  a  director,  has 
been  appointed  chief  executive  officer.  ■ 

Wilkinson  Sword 
restructure 

An  international  group  which  combines 
the  activities  of  Wilkinson  Sword  and  the 
Sunbeam  Corporation  has  been  set  up  by 
Allegheny  International,  parent  company 
to  the  two  concerns.  The  new  group  — 
expected  to  enjoy  sales  in  excess  of  $1 
billion  —  will  be  under  the  chairmanship 
of  Mr  Christopher  Lewinton,  who  will 
also  continue  in  his  present  posts  as 
executive  vice-president  of  Allegheny 
International  and  chief  executive  officer 
of  Wilkinson  Sword. 

The  re-organisation,  arising  from 
Allegheny's  recent  purchase  of  the 
Sunbeam  Corporation,  integrates  the 
Sunbeam  companies  with  the  rest  of  the 
group,  and  has  led  to  all  UK  consumer 
operations  being  restructured  into  four 
divisions  —  consumer  products,  electrical 
appliances,  UK  packaging  and  a  fourth 
division  marketing  all  Wilkinson  Sword 
shaving  and  toiletry  products.  Mr  David 
Chalke,  formerly  marketing  manager, 
becomes  marketing  director  of  the 
Wilkinson  Sword  division.  Rowenta  (UK) 
Ltd  will  remain  a  separate  division.  ■ 

Results  from 
Smith  &  Nephew . . . 

Smith  &  Nephew  have  reported  1981  pre- 
tax profits  of  £29. 13m,  up  20  per  cent  on 
1980's  figure  of  £24.32m.  Turnover  for 


the  same  period  rose  18  per  cent  to  reach 
£251.01m  (£213. 52m).  A  total  dividend  of 
4p  is  proposed,  leaving  retained  profit  for 
the  year  at  £1 1 .33m  (£6. 54m),  despite  an 
extraordinary  charge  of  £636,000,  mainly 
attributable  to  losses  incurred  on  final 
disposal  of  the  group's  world-wide 
cosmetic  activities. 

Analysis  of  the  total  figures  for 
turnover  and  trading  profits  show  sales  of 
medical  and  health  care  products  of 
£132. lm  (£102. 9m),  contributing  £16. 4m 
(£13. 6m)  to  profits.  Toiletries  accounted 
for  sales  of  £16. 9m  (£18m),  with  profits  of 
£2. 3m  (£1.8m).  Sales  of  personal  hygiene 
products  reached  £36. 5m  (£36m),  showing 
an  unchanged  profit  contribution  of 
£5. 3m.  Sales  between  activities  amounted 
to  £22. 7m.  A  geographical  breakdown 
shows  the  UK  as  contributing  sales  of 
£130. 3m,  some  47  per  cent  of  the  total, 
with  a  UK  profit  contribution  of 
£14.5m.« 


. . .  &  Rockware 


Having  reported  a  loss  in  the  first  half  of 
1981,  Rockware  Group  have  announced 
pre-tax  profits  of  £899,000  for  the  full 
year,  representing  an  increase  of  £427,000 
on  the  previous  year's  figure.  Turnover 
fell  £8. 18m  to  £161 .58m.  A  final  dividend 
of  2.  lp  per  share  is  recommended. 

The  company's  glass  manufacturing 
division  contributed  £1 12.97m  (1980: 
£1 16. 17m)  to  total  sales,  showing  an 
operating  profit  of  £5. 556m  (£4. 422m). 
Redundancies  and  other  economy 
measures  during  the  year  helped  to  cut 
costs  in  this  division,  but  these  savings 
were  largely  passed  on  to  customers  in  an 
attempt  to  maintain  market  share  by 
means  of  strict  price  controls.  The  board 
now  foresees  better  times  for  1982  as  a 
whole,  and  anticipate  continued 
profitability.  ■ 


Dow  cut  spending 


Having  reported  a  30  per  cent  drop  in 
profits  during  1981 ,  Dow  Chemicals  have 
produced  an  annual  report  describing  the 
year  as  "one  of  the  most  frustrating  and 
difficult  in  memory."  The  report  also 
announces  their  intention  to  reduce 
planned  capital  spending  in  the  current 


financial  year  by  some  29  per  cent,  as  part 
of  a  range  of  measures  designed  to 
improve  the  company's  profit 
performance  in  1982.  Expenditure  is  now 
expected  to  be  about  $1  billion  as  against 
the  $1 .4b  originally  planned.  ■ 


Retail  Consortium 
to  run  training? 

The  Retail  Consortium,  which  feels  the 
trade  should  be  allowed  to  take  control  of 
its  own  training  standards  and  methods, 
has  been  engaged  for  the  past  three  to 
four  weeks  in  consultations  with  the 
Manpower  Services  Commission.  They 
have  been  considering  what  future  role  the 
Consortium  may  play  in  voluntary 
training  following  the  final  wind-up  of  the 
Distributive  Industry  Training  Board. 

The  MSC  is  acting  on  behalf  of 
Employment  Secretary  Mr  Norman 
Tebbit  regarding  possible  measures  to 
continue  the  functions  of  the  training 
boards.  ■ 


P&G  deal  delayed 


Rhone-Poulenc,  the  French  chemicals  and 
drugs  company,  are  taking  action  in  the 
US  courts  in  an  attempt  to  prevent 
Proctor  &  Gamble  buying  the 
pharmaceutical  division  of  Morton- 
Norwich. 

Rhone-Poulnec,  who  hold  a  20.3  per 
cent  stake  in  Morton-Norwich,  claim  that 
the  deal  would  violate  an  existing 
agreement  regarding  the  exchange  of 
technology  and  research  between  the  two 
companies.  They  are  now  seeking  either  a 
court  injunction  to  stop  the  sale,  or 
damages  plus  remission  of  the  1978 
agreement. 

A  spokesman  for  the  Proctor  & 
Gamble  Company  told  C&D:  "We  are 
confident  that  our  agreement  to  purchase 
Morton-Norwich's  pharmaceutical 
business  is  a  firm  and  legally  binding 
contract."  ■ 


EEC  trademarks 


Consumer  Affairs  Minister  Dr  Gerard 
Vaughan,  following  his  predecessor  in 
supporting  the  idea  of  trademark 
harmonisation  throughout  the  EEC,  has 
delivered  a  speech  to  representatives  from 
member  states  putting  London  forward  as 
a  possible  location  for  a  central  office 
administering  all  the  community's 
trademarks. 

EEC  plans  call  for  the  establishment 
of  a  system  of  community  trade  marks, 
aimed  at  preventing  manufacturers  from 
protecting  their  most  lucrative  national 
markets  by  using  the  individual  country's 
trademark  law  to  prevent  the  importation 
of  similar  products  sold  by  the  same 
manufacturer,  in  a  different  national 
market  at  a  lower  price.  ■ 

More  Business  News  overleaf 
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Briefly 


■  Thomson  &  Joseph  Ltd  have  moved  to 
their  new  headquarters  at  T&J  House,  1 19 
Plumstead  Road,  Norwich  NR1  4JT 
(telephone  0603  39511). 

■  Hoffman-La  Roche  have  made  a  cash 
offer  of  $28  per  share  for  Biomedical 
Reference  Laboratories  of  North 
Carolina.  Roche  have  already  signed 
definitive  purchase  agreements  for  31  per 
cent  of  the  company's  common  stock. 

■  Monopolies  and  Mergers  Commission: 

Trade  Secretary  Mr  John  Biffen  has 
granted  the  Commission  a  six  month 
extension  regarding  their  report  on  the 
wholesale  supply  of  contraceptive  sheaths 
in  the  UK.  The  Commission  is  now 
expected  to  report  on  October  15. 

■  The  Norcliff  Thayer  division  of  Berk 
Pharmaceuticals  have  launched  a 
32-strong  "semi-permanent  sales  force," 
which  will  be  selling  Oxy  5,  Oxy  10,  Oxy 
Wash,  Esoterica  fade  cream  and 
Dioralyte.  They  have  begun  touring  major 
conurbations  throughout  the  country, 
calling  on  chemists  bi-monthly  and  taking 
transfer  orders  through  wholesalers. 

APPOINTMENTS 


David  Wright  for 
ICML  board 


Mr  D.W.S.  Wright, 
MPS,  managing 
director  of 
Macarthys  Ltd  has 
joined  the  board  of 
Independent 
Chemists  Marketing 
Ltd,  replacing  Mr 
D.A.  Savory  who  retires  shortly,  and  who 
has  been  responsible  for  Numark 
operations  within  Macarthys  during  the 
past  8  years.  Mr  D.J.  Mori,  MPS, 
MInstM,  Macarthys'  marketing  director, 
will  take  over  the  responsibility  of  day  to 
day  operations  of  existing  Numark 
franchises  and  further  developments 
planned  in  the  west  of  England,  resulting 
from  the  acquisition  of  former  Sangers 
depots  in  Truro,  Plymouth  and  Bristol. 
Numark  chairman,  Donald  Ross,  MPS 
says  the  group  has  cause  to  be  very 
grateful  to  David  Savory  for  the 
outstanding  contribution  made  during  his 
years  as  a  director.  He  welcomes  David 
Wright's  appointment  as  "a  continuing 
indication  of  Macarthys  major  role  within 
the  Numark  chemist  group." 

■  Boots  Company  Ltd:  Mrs  Sally 
Oppenheim,  former  Consumer  Affairs 
Minister,  has  been  appointed  a  non- 
executive director  —  making  her  the  first 
woman  ever  to  hold  a  post  on  the 
company's  main  board. 


MARKET  NEWS 


Dearer  salicylates 


London,  March  30:  The  rates  for 
salicylates  were  increased  during  the  week. 
One-ton  lots  of  methyl  salicylate  rose  by 
£0.13  kg  and  salicylic  acid  by  £0. 12.  At  the 
same  time  home-produced  paracetamol 
went  up  by  £0.20  kg  while  imported 
material  has  been  rising  in  anticipation  of 
a  possible  anti-dumping  levy  being 
imposed  on  Chinese  paracetamol  by  the 
EEC  countries  (see  C&D  January  30, 
p  1 95).  Imported  aspirin  has  become  much 
dearer  because  of  a  tight  supply  position. 
At  £1 .65  kg  it  is  £0.35  kg  up  on  a  month 
or  so  ago  while  British  made  aspirin 
commands  just  over  £2  kg  now  in  10-ton 
lots.  Theobromine  remains  in  short- 
supply. 

Among  essential  oils  trading  in 
arvensis peppermint  was  neglected.  Sharp 
price  rises  were  recorded  in  cananga  and 
patchouli.  Chinese  spearmint  was 
unquoted  on  the  spot  although  there  are 
sufficient  stocks  of  American. 

In  spices  Cochin  ginger  continues  to 
advance  in  price  while  cumin  seed  rose 
£100  metric  ton  at  origin.  Trading  among 
botanicals  was  restrained.  Higher  in  price 
were  copaiba  balsam,  cascara,  cherry 
bark,  kola  nuts  and  liquorice  root.  ■ 
Pharmaceutical  chemicals 

Aspirin:  Ten-ton  lots  from  £1 .65  kg  for  imported  material; 
British  made  £2.04. 

Borax:  EP  grade.  2-5  ton  lots  per  metric  ton  in  paper  bags, 
delivered  —  granular  £321 ,  powder  £349,  extra  fine  powder 
£365. 

Boric  acid:  EP  grade  per  metric  ton  in  2-5  ton  lots  —  granular 
£482;  powder  £513. 

Clioquinol:  BP  80  500-kg  lots  £23.20  kg. 
Cocaine:  Alkaloid  £874  kg;  hydrochloride  £801 . 
Cyanocobalamin:  per  g  £2.64  in  100-g  lots;  imported  £2.40  in 
1  -kg  lots. 

Dexpanthenol:  (per  kg)  £10.89  in  5-kg  lots. 
Dextromethorphan:  £161  70  in  5-kg  lots. 
Dihydrocodeine  bitartrale:  £535  kg  in  20-kg  lots,  Subject  to 
Misuse  of  Drugs  Regulations. 

Ephedrine:  (Per  kg),  hydrochloride  £13.50  in  250-kg  lots. 

Krgomelrine  maleate:  £6.36  in  50-g  lots. 

Ergotamine  tartrate:  £4.25  g  in  50-g  lots. 

Glycerin:  In  250-kg  returnable  drums  £860  metric  ton  in  5-ton 

lots;  £885  in  3-lon  lots. 

Methadone  hydrochloride:  £330  per  kg.  Subject  to  Misuse  of 
Drugs  Regulations. 

Methyl  salicylate:  5-ton  £1.73  kg;  1-ton  £1.78. 
Metol:  Photo  grade  per  kg.  50-kg  lots  £9.90. 
Papaveretum:  £390  kg;  5-kg  lots  £355  kg.  Subject  to  Misuse  of 
Drugs  Regulations. 

Salicylic  acid:  5-ton  lot  £1.73  kg;  I  Ion  £1 .75. 
Theobromine:  Alkaloid  unquoted. 

Theophylline:  Anhydrous  and  hydrous  £5.63  kg  in  100-kg  lots 
—  ethylene  diamine  £6.08  kg. 

Crude  drugs 

Balsams:  |kg)  Canada:  Spot  quoted  at  £16.50;  shipment  £16.60 
cif.  Copaiba:  £5.65  spot;  £5.70,  cif.  Peru:  £9.60  spot;  £9.50, 
cif.  Tolu:  Spot  £5.30. 
Benzoin:  £137  cwt,  cif. 

Camphor:  Natural  powder  £10  kg  spot  nominal;  £9.65,  cif. 
Synthetic  96"'o  £1 .40  spot;  £1 .30,  cif. 
Cardamoms:  ACN  £8.25  kg,  cif. 
Cascara:  £1 ,260  metric  Ion  spot:  £1 .280,  cif. 
Cherry  bark:  No  spot;  £1 ,450  metric  ton,  cif. 
Ginger:  Cochin  £875  metric  ton  spot;  £825.  cif.  Jamaican  No. 3 
£2,000,  cif,  nominal.  Nigerian  split  £535.  cif. 
Kola  nuts:  £195  metric  ton  spot;  £205.  cif. 
Liquorice:  Root,  no  spot;  £755  metric  ton,  cif.  Block  juice 
£1,400  metric  ton  spot;  spray-dried  powder  £1,900. 
Seeds:  (metric  ton,  cif).  Anise:  China  star  £1.950.  Celery- 
Indian  £550.  Coriander:  Moroccan  £375.  Cumin:  Indian 
£1,225.  Fennel:  Chinese  £575.  Fenugreek:  Moroccan 
unavailable;  Indian  £375. 

Essential  and  expressed  oils 

Almond:  Sweet  in  4-ton  lots  £1 .65  kg  duty  paid. 
Anise:  (kg)  Spot  £12.75;  £1 1.50,  cif. 
Cananga:  Indonesia  £20.50  kg  spot;  £20,  cif. 
Cassia:  Chinese  £50  kg  spot  and  cif. 


Eucalyptus:  Chinese  £2.80  kg  spot;  £2.75,  cif.  Spanish  £4.35 
spot. 

Patchouli:  Indonesia  £20.25.  kg  spot;  £19.25.  cif. 

Pennyroyal:  From  £7  per  kg  spot. 

Pepper:  English-distilled  ex  black  £125  kg. 

Peppermint:  (kg)  Arvensis  —  Brazilian  £7.10  spot;  £7,  cif. 

Chinese  £4  spot;  £3.90,  cif.  American  piperata  £13. 

Petitgrain:  Paraguay  £9.65  kg  spot;  £9,  cif. 

Spearmint:  Chinese  spot  unquoted;  £8.50  kg.  cif.  American 

from  £1 1.50 spot. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  hulk  quantities  and  do  not  include  value 
added  tax.  They  represent  the  last  quoted  or  accepted  prices  as 
we  go  to  press. 


COMING  EVENTS 


FIP  package 


A  special  group  travel  scheme  to  the  FIP 
Congress  in  Copenhagen  has  been 
arranged  with  the  approval  of  the 
Pharmaceutical  Society.  Accomodation 
will  be  at  the  Imperial  Hotel  and  the  cost 
for  six  nights,  including  return  air  fare,  is 
£262  for  a  twin-bedded  room  and  £321  for 
a  single.  Details  from  Express  Boyd  Ltd,  4 
Bonhill  Street,  London  EC2A  4BX. 
Telephone:  01-588  8461.  ■ 

Monday,  April  5 

East  Metropolitan  Branch,  Pharmaceutical  Society.  Churchill 
Room,  Wanstead  Library,  Spratt  Hall  Road,  Wanstead,  El  I  at 
7.30pm.  AGM,  cheese  and  wine  to  follow. 

Tuesday,  April  6 

Plymouth  Branch,  Pharmaceutical  Society.  Lecture  theatre. 

Medical  Centre,  Greenbank,  at  8pm.  AGM. 

East  Kent  Branch.  National  Pharmaceutical  Association, 

Postgraduate  medical  centre.  Kent  and  Canterbury  Hospital. 
Ethelbert  Road,  Canterbury,  at  8pm.  Mr  Tim  Astill  asks, 
"W  hat's  going  on  out  there?"  Isle  of  Thanet  Branch  members 
welcome. 

Wednesday,  April  7 

Sheffied  Branch,  Pharmaceutical  Society.  Lecture  theatre, 
Jessop  Hospital,  Second  Floor,  School  of  Physiotherapy,  at 
8pm.  Talk  by  Mr  P.  Boardman,  PSNC,  on  "Pitfalls  in  the 
Drug  Tariff." 

Advance  information 

East  Metropolitan  Branch,  Pharmaceutical  Society,  Chasney's 
of  Chingford,  April  1 5  at  8pm.  Dinner  and  dance  —  details 
from  Social  Secretary,  Mr  N.  Sehmi,  Whipps  Cross  Hospital. 
Telephone:  01-539  5522. 

Department  of  Industry  ,  Laboratory  of  the  Government 
Chemist,  Cornwall  House,  Stamford  Street,  London  SE! 
9NQ,  April  15.  One  day  course  on  "An  introduction  to 
practical  chemical  nomenclature."  Fee  £50  +  VAT  —  details 
and  application  forms  from  course  organiser  at  above  address. 
Telephone:  01-928  7900,  extension  588. 

Royal  Society  of  Health,  St.  Catherine's  College,  Oxford,  June 
16.  Conference  on  "Natural  therapies."  Details  from 
Conference  Department,  Royal  Society  of  Health.  13 
Grosvenor  Place,  London  SW 1 X  7EN . 
United  Kingdom  Clinical  Pharmacy  Association,  Littlewood 
Hall,  General  Infirmary,  Leeds,  June  17.  Symposium  on  "Pain 
in  perspective."  Cost  £10  to  members,  £15  to  non-members. 
Details  from  Mr  A. M.S.  Cullen,  55  Hartington  Way, 
Mickleover,  Derby,  applications  before  May  27. 
Department  of  Industry,  Church  House,  Great  Smith  Street, 
Westminster,  London  SWT,  June  22-24.  "Labdesign" 
conference  —  details  from  Symposium  Organiser,  Laboratory 
of  the  Government  Chemist,  Cornwall  House,  Stamford 
Street,  London  SE  I  9NQ.  Telephone:  01-928  7900,  extension 
520. 

British  Institute  of  Regulatory  Affairs,  University  of  Kent. 
Canterbury,  June  30-July  2.  Annual  residential  symposium 
entitled  "Regulatory  requirements  for  clinical  research  in  the 
pharmaceutical  industry."  Details  from  BIRA  at  PO  Box  53, 
Sandwich,  Kent. 

Vantage  training  sessions.  Meetings  w  ill  take  place  at 
Nottingham,  April  I4(V);  Dundee.  April  20;  Inverness.  April 
21;  Aberdeen,  April  22;  Leeds,  May  5;  Sheffield,  May  6; 
Heywood,  May  12;  Liverpool,  May  13;  Glasgow,  June  1; 
Edinburgh,  June  2(  V);  Dundee,  June  3.  Those  meetings 
followed  by  a  (V)  are  combined  w  ith  a  Vichy  skin  care  seminar. 
Details  from  John  Kerry,  Veslric  Ltd,  West  Lane.  Runcorn, 
Cheshire. 
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CLASSIFIED 


Appointments 


CHENISY  SALES  REPRESENTATIVE 
-SOUTH  COAST  AREA 

(Circa  £7,000  pa  plus  company  car, 
bupa,  commission/bonus) 

Our  company  has  been  established  for  many  years  and  has  a  reputation  second-to-none 
for  high  quality  fast  moving  health  care  products  appealing  to  a  quickly  increasing 

consumer  audience. 

We  also  have  a  reputation  within  the  respective  Health  Care  Trades  for  fair  dealing  and 

innovation. 

We  are  now  entering  a  period  of  planned  growth  which  is  intended  to  add  significantly  to 

overall  turnover  and  profitability  during  the  next  2-3  years. 
We  require  as  part  of  this  plan  to  establish  a  more  regular  and  personal  relationship  with 

the  chemist  trade. 

We  require  the  services  of  a  Chemist  Sales  Representative  to  deal  with  existing 
customers  as  well  as  prospecting  new  outlets  within  the  area  from  S.W.  England  through 

Kent. 

Candidates  must  be  able  to  demonstrate 

(i)  A  record  of  success  in  account  prospecting  and  development  with  major  UK 
branded  chemist  lines. 

(ii)  A  full  working  knowledge  of  both  wholesale  and  retail  chemist  trade  structures  in 
his/her  sales  area. 

(iii)  Direct  and  immediatly  relevant  day-to-day  personal  relationships  within  the 
existing  outlet  universe  in  this  sales  area. 

(iv)  Personal  qualities  of  integrity,  self  disipline  and  a  desire  to  succeed. 

The  appointment  is  a  permanent  one  and  it  is  intended  that  the  successful  candidate  will 
play  a  key  part  in  the  company's  future  development. 
Candidates  should  already  reside  within  the  area. 
Please  write  with  full  personal  and  career  details  to  date  to  the 

Marketing  &  Sales  Director,  Bex  No.  1841 


RATES 

Posl  to 

Classified  Advertisements, 
Chemist  &  Druggist, 
Benn  Publications, 
Sovereign  Way,  Tonbridge, 
Kent  TN9  1RW. 
Telephone  Tonbridge  (0732) 
364422.  Telex  95132. 
Ring  Martyn  Fryer  for  further 
information  on  extension  410. 
Publication  date 

Every  Saturday 
Headings 

All  advertisements  appear 
under  apropriate  headings. 
Copy  date  4pm  Tuesday  prior 
to  publication  date. 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date. 

Display  /  Semi  Display  £10.00 
per  single  column  centimetre, 
min  30mm.  Column  width 
42mm. 

Whole  Page  £850.00 
(260mm  x  180mm) 
Half  Page  £450.00 
(125mm  x  180mm) 
Quarter  Page  £240.00 
(125mm  x  88mm) 

Box  Numbers  £2.50  extra 
Series  Discounts 

5°7n  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
1 5%  on  13  insertions  or  over 


SALES  REPRESENTATIVES 

Due  to  retirement  and  re-organisation  two  salesmen  are 
required  for  the  following  territories. 

1 .  Devon,  Cornwall  &  part  Somerset 

2.  S.W.  London,  Surrey,  W.  Sussex. 

Starting  salary  in  the  region  of  £5,500  p.a.  and  open 
ended  bonus  scheme. 
A  company  car  is  provided  plus  fringe  benefits. 

Please  apply  in  writing  tor- 
Mr.  Ron  Marlow, 
Jackel  International  (UK)  Ltd., 
do  5  Town  Croft,  Chelmsford,  Essex. 


Business  for  sale 


LONDON 


Cosmetics  and  perfumery  wholesale  with 
high  profit  margin. 
Expected  turnover  this  year  over 

£450,000. 
Offers  over  £80,000  plus  stock. 


J  Stock  Wanted 

Antiques  Wanted 

A.  &  H.  OTTER  LTD 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 

lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London  EC IV 

OBA  Tel:  01-253  1184/5 
Telegrams:  "Salvall",  London  EC1 

CHEMIST'S  &  DRUGGIST'S 
DIARIES 

Advertising  items,  bill-heads, 
letters,  shop-fittings,  toothpaste 

lids,  bottles,  drug-runs  etc. 
GORDON,  25  Stapenhill  Road, 
Burton-on-Trent  DE15  9AE. 
Tel:  0283-67213 
1 will  collect  anywhere!!) 

Apply  BOX  C&D  1818 


LONDON  EC1 

Drug  store  with  substantial  turnover 
for  sale. 
Genuine  reasons  for  disposal 
recently  modernised  to  highest 
standard. 
Phone  after  7pm  01-435  0396 


Chemist  &  Druggist  3  April  1982 


633 


Stock  for  sale 


Shopfittings 


BIGGER  &  BETTER... 


FGM  cosmetics 
&  perfumes 


MORE  BRAND  NAMES 

Largest  selection  of  French  &  UK  Perfumes 
BIGGER  LARGER  FANTASTIC 

SELECTION  CHOICE  VALUE 

$>  FGM  COSMETICS  &  PERFUMES 

Suppliers  to  retail  wholesale  &  export 

OpH'ung  hours    Mon    Fri  9am    5  30  p  m  Sunday  10  am    I  00  p  m 
10  1/ P.irk  PW.c  oft  Cheetham  Hill  Road,  Manchester  M4  4tv  Tel  061-833  9652  > 


PERFUMES 

PERFUMES 

PERFUMES 

PERFUMES 

COSMETICS 

COSMETICS 

KODAK  FILM 

KODAK  FILM 

NEXT  DAY  DELIVERY  THROUGHOUT  UK  MAINLAND  AT  £5.50  PER  ORDER.  , 

West  London 

01-993  6409 

397  Acton  Lane.  London  WC3 

Open:  Mon-Fri  9am-6pm. 

off  Acton  High  Street, 

Sunday  10am-2pm.  Write  or 

East  Side  Town  Hall 

telephone  for  price  list. 

Trade  services 


COMPUTER  "1& 
LABELLING 

Developed  specifically  for  speed 
and  ease  of  use  in  the  busiest  of 
pharmacies  to  produce  superb 
quality  labels. 
Useable  by  anyone  within 
minutes  (eg  locums)  it  counts,  ■' 
does  stock  control,  repeat  labels 
etc  with  up  to  1500  drug  capacity. 
Complete  system  from  £995  (lease 
£35  per  month) 

Phone 
Croston  (Lanes)  600494 
anytime 


PERFUMES 
COSMETICS  & 
CHEMIST 
SUNDRIES 

Exclusive  range  in  stock!! 
Wide  selection 

PASCOS  COSMETIC  SALES 

425  Harrow  Road,  (Paddington) 
Opp  First  Ave,  London  W10  Teh 
960-0319.  Ample  parking,  open 
Sundays 


Stock  for  sale 


BOX  NUMBERS 

When  replying  to 
ads  using  a  box 
number,  please 
address  your  replies 
as  follows: 

CHEMIST  &  DRUGGIST 
CLASSIFIED 
BOX  NO.  C&D.... 

BENN  HOUSE, 
SOVEREIGN  WAY, 
TONBRIDGE,  KENT 
TN9 1RW. 


EXPORT/IMPORT 

British  and  Continental 
pharmaceutical  and  Veterinary 
medicines.  Available  for  Africa, 
Middle  East  and  developing 
countries. 
If  you  are  buying  or  selling  we 
would  like  to  make  contact  with 

you.  Telex  us  on:  881  3246 
WEMSECG,  Attn.  Mr  Brian 


Shopfittings 


DETROIT 
DISPLAY 
SHELVING 

HIGH 
QUALITY 
SHELVING 
UNITS 
approved  by 


NUMARK 


(TCW) 


it  ts/f 

then  go 
V,  Continental 


and  PHARMACY 

Specialists 


Complete  service.  N.P.A  and 

NUMARK  approved. 

I-plan  UNIT  SHOPFITTINGS 

Eustace  International 
E  Plan  Estate,  New  Road 
Newhaven,  Sussex  BN9  0AE 
Telephone:  07912-7711 

(TCW) 


SLASH  SHOP 
EQUIPMENT  COSTS 

Competitive  prices  on  shelving,  wall 
fixed  or  freestanding.  SPUR 
READICLIP,  ARNEG.  Plus 
Gondolas.  Baskets,  Dumpers,  Price 
Guns.  Proven  Products.  Prompt 
service.  HP  /  Leasing  available.  Free 
Estimating. 

Home  Counties  Shop  Equipment 
Spur  House, 

Otterspool  Way,  Warford-By-Poss, 
Watford,  Hertfordshire. 
Telephone:  (0923)  34528 


Quality  Continental  System  plus 
total  package  NPA  recommended 
NOsystem  matches  UMDASCH 
for  quality.  Prices  pleasantly 
competitive.  See  for  yourself 
there  s  no  obligation. 

Umdasch  System, 

Apeils  Contracts  Ltd..  Unit  F, 

Dalroad  Industrial  Estate, 

Dallow  Road,  Luton,  Beds.  LU1  1FP 

Ring  Luton  (0582)  30833  NOW! 


shopfitting  limited 

alptan  house,  cavalier  road, 
heathfield,  newton  abbot,  devon. 
tql2  6tg      tel.  0626  832059 
from  counters  to  total  contracts 

n(  J,  ],   ■   ni  :'  i,  •    i        ,'-■<  fory 
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armacies 
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SHOPKIT 

Don't  order  shopfittings  in  April  before  talking 
to  Shopkit. 

Shopkit,  50  Ivatt  Way,  Westwood  Industrial 

Estate,  Peterborough  PE3  7PN. 
Phone  (24  hr  service)  Peterborough  (0733)  265263 


Typesetting  and  graphics  by  Magset  Ltd.  Sidcup.  Kent  Printed  by  Riverside  Press  Ltd.  Whitstable,  Kent  Published  by  BENN  PUBLICATIONS  LTD,  Sovereign  Way,  Tonbridge,  Kent  TN9  1RW. 

Registered  at  the  Post  Office  as  a  Newspaper  30/36/  16s 


SURGICAL  ELASTIC  HOSIERY 
BELTS  —  TRUSSES 

•  TWO-WAY  STRETCH  ELASTIC  YARN 

•  FLATBED  KNIT  &  CIRCULAR  KNIT 

•  NYLON  LIGHTWEIGHT  STOCKINGS 

•  NYFINE  LIGHTWEIGHT  TIGHTS 

•  SEAMLESS  ONE-WAY  STRETCH 

•  NYLON  NET 

Stock  Sizes  or  Made-to-Measure 
Obtainable  direct  or  through  your  wholesaler  Write  lor  literature 

Stock  Belts  (Abdominal  and  Spinal)  -  Elastic  Band  Trusses  -  Jock  Straps 
Suspensory   Bandages  Athletic   Slips      -      Stockinette  Bandages 

Bastord,  Nottingham 
Grams:  Eesiness 


E.    SALLIS  LTD. 


Vernon  Works, 
Phone:  787841/2 


SHARE  IN  THE  SUCCESS  OF 

SUNDOWN  VITAMINS  &  FOOD 
SUPPLEMENTS 

One  of  America's  leading  nationally 
advertised  brands 

Attractively  presented  range  of 
over  60  items 

No  minimum  orders 

Full  sales  literature 
available. 

Competitively  priced 
for  healthy  profits. 

Featuring  SPIRULIIMA 
&  SELENIUM. 

Full  details  from: 

HARRISON,  SMITH  (LONDON)  LTD, 

46  CHAMBER  ST.  LONDON  E1.  Tel:  01-488  4028/3685 


0- 

1 


ARE 

PLEASED  TO  ANNOUNCE 
OUR 


✓|C    Hair  and  Body  ^ 

Q  Spray 
Washes  and  brushes  out  easily 

Get  the  Jerome  Russell  Hair  and  Body  Glitter  bug 
6  different  colours 
Now  available  in  a  three  dozen 
mixed  colour  point  of  sale  display 
unit  including  window  sticker  and 
instruction  leaflets. 
Wholesale  enquiries  welcome. 
//  you  have  any  difficulty  in  obtaining 
this  most  wonderful  Hair  and  Body  Spray 
contact  Mr.  David  Jerome 

'metidb&d* 


Tamers  Lane.Barkingside.llford.Essex  Telephone  01-551 1027fi 


CHEMISTS3 
DRUGGIST 

DIRECTORY  1982 


The  contents  of  your  year-round 
reference  guide  include: — 

Tablet  and  Capsule  Identification  Guide 

Buyer's  Guide  to  products  A-Z 

Pharmaceutical  Organisations 

Manufacturers  and  Suppliers  Index 

Hospital  Pharmacists 

Emergency  Services 

NHS  Pharmaceutical  Officers 

Forensic  and  General  Information 

Who  Owns  Whom  —  A-Z  Index  of  Companies 

Multiple  Retail  and  Wholesale  Outlets 


U.K.  £27  per  copy.  Overseas  £29  per  copy. 

Now  published  and  ready  for 
immediate  despatch! 
Order  YOUR  copy  from 

BENN  PUBLICATIONS  LTD.,  UNION  HOUSE,  ERIDGE 
ROAD,  TUNBRIDGE  WELLS,  KENT  TN4  8HF. 


Shopfitting? 


TRY  THIS  PRESCRIPTION 
FOR  SUCCESS 

We've  just  the  tonic  you  need  in  these  difficult 
times.  As  one  of  Britain's  leading  shop  interior 
specialists,  we  can  help  you  to  healthier  sales  with 
highly  individual  schemes  using  the  most  advanced 
modular  systems  on  the  market. 

Everything's  tailored  for  you  exclusively.  And  oui 
recommendations  cover  colour,  merchandising,  layoi 
and,  if  you  wish,  full  shopfitting  services  including 

•  Shopfronts  •  Modular  Systems  •  Counters 

•  Dispensary  Fittings  •  Ceilings 

So  take  advantage  of  our  expertise.  The  change 
will  do  you  good. 


Send  me  the  facts: 

Name  

Address  


R  Tel: 


Retail  Environments,  a  division  of 

Office  Environments  Ltd  ,  j 

  The  Common,  East  Hannmgfield.  ' — - 

Chelmsford,  Essex.  \  I 

Tel  (0245)400652.  ' — 1 

z  Retail  ■ 
-  Environments 

Shopfittings  with  a  World  of  Difference 


There  is  now  a 
longer  lasting  battery 

than  the 
longer  lasting  battery 


Not  that  it  looks  any 
diflerent,because  it's 
still  copper  topped 
Duracell.  But  inside,  it's 
quite  a  different  story 

We've  improved  th 
performance  of  our 
ong  lasting  battery  and 
according  to  independent 
tests  Duracell  now  produces  up 
to  20%  longer  life  in  high  drain 
appliances  such  as  cassette  players. 

After  exhaustive  tests,  this 
is  the  conclusion  reached  by  the 
Swedish  National  Institute  for 
Materials  Testing.  Although  we've 
had  to  wait  to  release  these 
impressive  results  until  they  were 
complete,  we've  already  been 
releasing  our  new  Duracell  since 


the  early  part  of  this  year. 

And  starting  in  the 
Spring,  we're  continuing 
to  support  Duracell 
with  our  usual  massive 
nationwide  TVcampaign 
announcing  our  new 
improvement. 
You  have  to  admit,  we  keep 
going  from  strength  to  strength. 

For  more  information, 
contact  your  usual  stockist,  ring 
or  write  to:  Duracell  Sales  Office, 
Duracell  UK,  Duracell  House, 
Gatwick  Road,  Crawley,  Sussex. 
Telephone:  Crawley  0293-512021. 

duracell: 

No  ordinary  battery  looks  like  it  or  lasts  like  it. 
Or  makes  money  like  it. 


